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A Guarantee of INTEGRITY, SECURITY and FACILITY 


INTEGRITY. The integrity of the Lawrence 
Warehouse Company, expressed for forty 
years in concientious service, has won the 
confidence of bank loan officers throughout 
the United States, Canada and Mexico. 


SECURITY. Sound, experienced Lawrence 
operation is backed up by legal liability and 
fidelity bonds totaling $1,000,000 at each of 
our more than 2500 field warehouse locations. 


This unique bond coverage provides the most 
comprehensive security available to banks 
and other receipt holders today. 


FACILITY. Especially popular with banks is 
the exclusive Lawrence-IBM Commodity 
Collateral Report for loan officers. This mod- 
ern, electronic record not only cuts the cost 
of servicing commodity loans—it also keeps 
the banker continuously up to date on in- 
ventory values. 
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37 Drumm Street, San Francisco, California 


100 N. La Salle St., Chicago 2, lil. 


79 Wall Street, New York 5, N.Y. 
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SPANS NATION WITH WORDS AND PICTURES. Bell System Radio-relay beams micro- 


waves from tower to tower throughout the nation. This supplements wire and cable lines. 


The Heart of a Widening 
Skyway of Communication 


Extra-sensitive radio tube, designed by Bell Telephone Laboratories, 


helps send Long Distance calls and Television programs across country 


When telephone’ scientists first conceived the idea of a 
vacuum tube like this, they wondered if human hands 
and machines could ever make anything so delicate. 
For inside the tube are wires so fine that sixty of them, 
twisted together, are only as thick as a human hair. 


Chances are you'll never see one of these little tubes. 
But every day they do some big things for millions of 


THE #416 VACUUM TUBE 


Incredibly small spaces between 
electrodes enable this Bell System 
tube to relay microwaves over 
long distances without appreciable 
distortion or deterioration. 


people. They help make possible the microwave Radio- 
relay networks that carry Television programs as well as 
Long Distance calls throughout the nation. 


Underground, overhead, in the air—in research and 
in manufacturing—in transistors and in vacuum tubes— 
the Bell System uses every possible means to extend 


and improve your service. 


BELL TELEPHONE SYSTEM Loca: to serve the community. NationwivE to serve the nation. 
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From Where We Sit.... 


The Role of the Shareholder 


We discussed in this space in our 
issue of last December some of the 
ways in which bank shareholders 
could be helpful to their banks. 
Elsewhere in the magazine, we pub- 
lished a statement of 16 specific 
steps that the shareholder might 
take in that direction. Since we 
are again about to enter that sea- 
son of the year in which share- 
holders exercise their traditional 
functions, it seems appropriate to 
republish the statement* and to 
again air some of the views then 
expressed regarding the possible 
enlargement of the shareholder’s 
potential role as ambassador to the 
community at large. 

Moreover, the considerable in- 
terest shown by our readers follow- 
ing the previous publication of the 
editorial and statement suggests 
very strongly the desirability of 
again bringing them to the atten- 
tion of our readers sometime in ad- 
vance of their annual shareholders’ 
meetings. 

We quote as follows from last 
year’s editorial: 

“One of the key points in the 
statement on shareholder co-op- 
eration urges the cultivation by the 
shareholder of the feeling and at- 
titude that ‘he represents the bank 
in all of his business contacts.’ 
This, of course, applies with par- 
ticular force to the shareholders 
serving as directors of the bank, 
and, while its application to share- 
holders in general calls for some 
discrimination, the point is, for all 
practical purposes, an altogether 
valid one. Bank shareholders, as a 
general proposition, are men and 
women of sense and substance, and 
their collective influence as rep- 
resentatives of the bank holds 
tremendous possibilities for good. 

“The shareholder who regards 
himself as a representative of the 
bank in his business contacts will 
be very sure as time goes on to see 
more clearly the problems with 
which his bank’s management has 
to contend. He will, as a matter of 
course, have thoroughly informed 


*See page 32, this issue. 


himself regarding the banker view- 
point and will bring to those of 
the bank’s customers with whom 
he comes into contact a better 
understanding and appreciation of 
that viewpoint. The shareholder 
who is thus oriented to the view- 
points of both customer and bank- 
er will be especially valuable to 
the bank if he happens to be a 
director, or at any time in the 
future that he happens to be 
chosen a director. 


“The shareholder normally pos- 
sesses one qualification that makes 
his services peculiarly valuable to 
the bank; he has the non-banker’s 
viewpoint. He is in far better posi- 
tion to appraise the bank’s services 
from the standpoint of the customer 
than the banker himself, because 
he is far more a customer than a 
banker and can sense the custom- 
er’s reactions with something like 
complete accuracy. 


“The views of the shareholder on 
various aspects of customer and 
public relations could conceivably 
be very deliberately developed in 
such a way as to make them most 
helpful to the bank’s management. 
The same might be said regarding 
his reactions to new or contem- 
plated customer services. New 
building accommodations and facil- 
ities which directly involve the 
comfort and convenience of the 
customer might well be submitted 
to the same test... . 


“The one conclusion to which 
this discussion most definitely 
points is that there is an almost 
complete mutuality of interest as 
between the ownership and man- 
agement of banks. Each can serve 
its own interests most effectively by 
serving in every way possible the 
interests of the other.” 


It will be noted that the 16 steps 
referred to concern themselves al- 
most exclusively with business 
solicitation efforts. This will doubt- 
less give rise to some question in 
the minds of many as to just where 
competitive effort of the kind we 
are dealing with here should be- 
gin and where it should end. On 


this we have one thought that 
seems especially deserving of con- 
sideration. 

Customer loyalty to a bank, won 
through years of courteous and 
helpful treatment of the customer 
in question, should be accorded 
the utmost respect by banks every- 
where. All banks have a _ vested 
interest in the sum total of cus- 
tomer loyalty, for it is that factor 
that undoubtedly constitutes the 
largest single ingredient in the 
thing we call good public relations. 
We submit that the moment a 
solicitation effort encounters re- - 
sistance in which customer loyalty 
is a principal factor, that effort 
should cease. It will not only prove 
to be unproductive, but can hardly 
fail to react harmfully to the bank 
making the effort and to banking in 
general. 

It is probably the realization of 
this fact that accounts for the 
relatively less intensive competi- 
tive efforts of banks in the smaller 
communities. For them to settle 
down to a program of whittling 
away at each other’s clientele could 
only result in a stalemate and 
lowered prestige for all the banks 
concerned. There is, of course, no 
rule against becoming so genuinely 
interested in the welfare and prog- 
ress of an individual or firm as to 
bring into being a brand new 
sense of loyalty, but actions, rather 
than words, should be the medium 
by which that interest is mani- 
fested. Dedication to customen 
welfare can do more toward build- 
ing business than all the words of 
solicitation that were ever spoken. 

New business is fair game for 
all, whether it be brought in from 
the outside or developed from with- 
in. The newcomer to a community 
will treat as a compliment every 
effort that is made to win his good 
will and patronage. And there is 
no better way to build business 
than to create it. In all of these 
efforts the shareholder can play a 
vital part. 


Editor 
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What November Means 


November is the month of Armis- 
tice and Thanksgiving Day observ- 
ances, and, in alternate years, of 
elections. For many communities 
the country over, it is also a month 
of Community Chest, United Funds 
or Red Feather campaigns, most of 
which are now in one stage or an- 
other of completion. We have, then 
in this one forth, two occasions 
which serve to remind us of the 
fact that our great heritage of free- 
dom has come to us only because of 
the courage, sacrifices and sufferings 
of others; and a third through which 
we may give some expression of 
our appreciation of what others 
have done for us by doing what we 
reasonably can for those who are 
having rough going. 

November, as the month of elec- 
tions, should also remind us that the 
vote, wrongly used, is a vote against 
freedom. 





A North Carolina 

Banker’s Compliment . . . 
«. . . I didn’t intend to put you good folks to so 
much trouble, but wish you to know that I sin- 
cerely appreciate what you have done—and I 
might add, you folks at The Hanover somehow 
always do the right and nice thing.” 


THE HANOVER BANK 


Member Federal Deposit Insurance Corporation 
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1954 Inventories: Problem or Opportunity? 


The author sees inventories looming up as a large factor in the 1954 
business situation, but points out that they may be readily utilized 
as security for any loans which may be needed pending their 


liquidation. 


By LOUIS A. BENOIST 


President, Lawrence Warehouse Company 


the number one problem of 

bankers in*1954 is strongly sug- 
gested by these relatively recent 
developments: 

1. Production of both durable 
and soft goods has been rer- 
ord-breaking, all through 
1953. 

2. A tight money market has 
acted as a natural brake on 
expanding sales. 


Tite INVENTORIES may well be 


3. Consumer demand seems to be 
reaching a saturation point. 

Accumulating inventories have 
already caused many downward ad- 
justments in production, and there 
is considerable feeling among 
manufacturers that more will be 
necessary. This has proved to be a 
difficult task historically, and manu- 
factured goods usually continue to 
pour out of our factories for some 
time after the demand for them has 
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fallen off. However slight the re- 
duction in demand may be, the 
tendency is for the channels of dis- 
tribution to fill up until the back 
pressure is sufficiently strong to re- 
tard the flow. 

The force which has had the most 
telling effect on inventory volume 
has, of course, been that of inflation. 
Like hidden taxes, inflation has had 
its impact on every step of the de- 
velopment of manufactured prod- 
ucts, beginning with the price of 
raw material and the cost of hand- 
ling and shipping it from mine or 
field to factory. It is also reflected in 
the cost of labor at the manufactur- 
ing level and the administrative 
cost of taking it through all the 
many steps involved in completing 
and distributing the finished prod- 
uct. 


Another contributing factor is 








LOUIS A. BENOIST 


technological improvement. In dur- 
able goods, for example, it is not so 
long ago that a good electric re- 
frigerator needed only to be cold. 
Now it has to be equipped with 
special “bug lights,” frozen food 
storage sections, special shelf ar- 
rangements, automatic defroster 


gadgets, and made available in dif- 
ferent colors. 


Taxes Eat Up Reserves 


All of this accounts in part for the 
fact that it costs an appliance dis- 
tributor two or three times the 
amount of his investment of fifteen 
years ago to maintain an inven- 
tory of his various models which is 
barely adequate to his needs. And 
during this time of expanding costs, 
the businessman has had little op- 
portunity, because of nearly con- 
fiscatory income taxes, to build up 
a reserve of working capital which 
is in keeping with the expanded 
dollar value of his inventory. 

There have been situations in 
which holdings of large inventories 
might with some reason be regarded 
as speculative, but that quite ob- 
viously isn’t true at the moment .and 
there are no indications that it will 
be in the foreseeable future. To- 
day’s manufacturers and those deal- 
ing in their products want nothing 
more than enough of their stock in 
trade to meet the needs of everyday 
business. To the manufacturer, this 
may mean the accumulation of a 
stock of steel ingots or bars, electric 
motors, carboys of chemicals, or raw 
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plastics. To a wholesaler or dis- 
tributor it may mean the main- 
tenance of a full line of models 
which will enable him to qualify 
for a valuable franchise. 


There is nothing alarming in the 
prospect of going into 1954 with 
heavy inventories, as long as bank- 
ers and businessmen alike recognize 
the probability, and plan for it. 
There is much evidence that sales 
managers everywhere are planning 
special campaigns, price adjust- 
ments, merchandising gimmicks, 
and advertising appeals, all of which 
are calculated to move their par- 
ticular products in a buyers’ mar- 
ket. This is excellent thinking, and 
typical of the way in which Ameri- 
can business deals with the prob- 
lems it is called upon to meet from 
time to time. 

Intensified sales efforts, however, 
are not the complete solution. The 
momentum developed in the ordi- 
nary course of business will, in all 
probability, give rise to the neces- 
sity for financing inventories to a 
greater extent than is normally 
necessary if heavy losses are to be 








avoided. Bank and finance com- 
pany credits will be needed, and 
it is important for both the banker 
and the owner of the inventory to 
lay their plans in anticipation of 
that need. 

Much of the reluctance to make 
loans against inventory appears to 
stem from a lack of familiarity with 
the most effective way of securing 
such loans. The chattel mortgage 
and the trust receipt have long since 
been cast aside as inflexible and 
ineffective by the well informed 
loan officer. Field warehousing, on 
the other hand, has been recognized 
throughout the eountry as the one 
sure method of collateralizing loans 
made primarily against commodi- 
ties, because it establishes on be- 
half of the holder of the warehouse 
receipt a clear prior lien on the 
inventory. 


Warehouse on Borrower's Premises 


Field warehousing, in brief, is an 
instrumentality by which a duly 
qualified warehouse company may 
establish a “branch” public ware- 
house on the premises of the bor- 
rower. This is done by setting up 

























































































At a bulk vegetable oi! plant, Lawrence controls inventory by locking valve on pipeline. 
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Continental Illinois National Bank 
and Trust Company of Chicago 


LOCK BOX H, CHICAGO 90, ILLINOIS 


Member Federal Deposit Insurance Corporation 
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An inventory of steel pipe bars and angles warehoused in bins. 


within a separate building, room, or 
other segrated area, a physical con- 
trol or “bailment,” under the terms 
of which the borrower and his em- 
ployees have access to the inven- 
tory only with the consent of the 
warehouse company. 


Bank in Full Control 

This procedure makes it possible 
for the borrower to obtain ware- 
house receipts on the stored mer- 
chandise, which it may negotiate to 
the bank, thus giving to the latter a 
prior lien on the goods loaned 
against. Absolute control of the lot 
of merchandise covered by any in- 
dividual receipt remains with the 
bank until the obligation which it 
secures is discharged. 

The value of the inventory in- 
volved in individual instances: may 
run from $25,000 in the case of a 
distributor of aluminum window 
and door frames, to a $10,000,000 
inventory warehoused on the prem- 
ises of a cottonseed processor. For 
purposes of illustration, I have 
taken from our files the somewhat 
typical case of a manufacturer 
whose principal product is room air 
conditioners. 


For the past ten years, this com- 


pany has managed to take care of 
its financial needs through resort to 
the capital market and short term 
open loans from its bank. Lately, 
however, the increased cost of do- 
ing business, continuing high cor- 
porate income taxes, together with 
all the other inflationary factors 
previously mentioned, have created 
a need for additional working capi- 
tal. To obtain relief and counsel, 
the president of the concern, visits 
his banker. 


In reviewing the major assets on 
the corporate statement, the bank 
loan officer notes that plant and 
equipment, although of considerable 
value, are already encumbered to 
some degree; that there are nom- 
inal accounts receivable; and that 
there is an inventory of component 
parts and finished machines of ap- 
proximately $250,000. It is agreed 
that the red tape and delay in- 
volved in rewriting the mortgages 
on the plant would make that 
course impracticable. It is found 
that the amount which might be 
realized through receivables financ- 
ing would be too small to warrant 
any effort in that direction. With 
these possibilities eliminated the 
discussion quite naturally turns to 


a consideration of what might be 
done toward meeting the needs of 
the situation by arranging a loan 
on inventory. 


The inventory breakdown indi- 
cates that it is composed, for the 
most part, of electric motor units, 
light sheet steel and miscellaneous 
standard parts, together with a 
quantity of finished coolers, crated 
and ready-for delivery to the firm’s 
distributors. The intrinsic value of 
the whole is such that a loan 
amounting to 75 per cent of the cost 
of the electric motors, sheet steel 
and standard parts, and 80 per cent 
of the sale price of the finished ma- 
chines, will be ample for all of the 
company’s needs. Such a Ioan is 
tentatively agreed upon and later 
confirmed. 


Normal Procedures Not Disturbed 


A field warehouse concern is 
called in, and the warehouse is 
established. Installation of the field 
warehouse service involves. the 
leasing of a portion of the plant by 
the warehouse company. The latter 
then places its locks and notices 
on the doors to the leased area, and 
hires one of the plant’s warehouse 
employees to serve as warehouse 
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THE NATIONAL CITY BANK 


OF NEW YORK 


Head Office * 55 WALL STREET + New York 


68 Branches in Greater New York 


57 Branches Overseas 


Statement of Condition as of September 30, 1953 


ASSETS 

Cash, Gold and Due from Banks 
United States Government Obligations 
Obligations of Other Federal Agencies 
State and Municipal Securities 
Other Securities 
Loans and Discounts 
Real Estate Loans and Securities......... 
Customers’ Liability for Acceptances. ..... 
Stock in Federal Reserve Bank.............. 
Ownership of International Banking 

Corporation 
Bank Premises 
Other Assets 


$1,384,298,290 
1,566,920,094 
32,101,423 
479,811,589 
87,483,240 
2,269,441,871 
310,876 
24,255,228 
9,600,000 


7,000,000 
32,292,682 
4,304,326 


$5,897,819,619 


$5,388,818,951 
Liability on Acceptances and Bills. . $45,393,908 
Less: Own Acceptances in Port- 
25,771,408 


14,091,700 
6,991,902 


Due to Foreign Central Banks 
(In Foreign Currencies) 
Items in Transit.with Branches 





Reserves for: 
Unearned Discount and Other Unearned 
23,115,099 
44,121,736 
3,450,000 


Interest, Taxes, Other Accrued Expenses, etc. 


170,000,000 
71,458,823 391,458,823 
$5,897,819,619 
Figures of Overseas Branches are as of September 25. . 


$587 664,242 of United States Government Obligations and $14,853.500 of 
other assets are pledged to secure Public and Trust Deposits and for other 
purposes required or permitted by law. 


(Member Federal Deposit Insurance Corporation) 
DS 


Affiliate of The National City Bank of New York for separate 
administration of trust functions 


CITY BANK FARMERS TRUST COMPANY 


Head Office: 22 William Street, New York 
Capital Funds $31,642,343 
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Save 
up to 
20% 


ON INSURANCE 
FOR AUTOMOBILES 
FINANCED BY BANKS 





Specifically designed for 
banks dealing directly with 
the public. 


Provides regular insurance 
coverage on financed auto- 
mobiles at approximately 
20% below standard rates. 


The 20% saving in insurance 
cost, is equivalent on some 
cars, to as much as a 2% 
saving on an unpaid balance. 


Offers time-saving features 
of a master policy—certifi- 
cates of insurance and sim- 
plified rate charts. 


A stock company facility 
available through your local 
insurance agent. 
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| releasing 


| normal 


manager. The plant’s management 
is agreeably surprised to learn after 
the warehouse has been in opera- 


| tion for a time that the warehous- 


ing arrangement in no way disturbs 
normal operating procedures. Main- 
tenance of an orderly shipping 
schedule is facilitated by means of 
instructions which the 
warehouse company routes through 


| the bank for signature as needed. 


No Sharing of Ownership or Profits 


With the physical aspects of the 
warehouse in order, the warehouse- 
man, in his capacity as a “bailee for 
hire,” has created a “bailment,” and 
any commodities delivered into the 
custody of the warehouseman under 
the terms of the agreement become 
eligible as security for a loan, or 
other obligation. The borrower has 
thus managed to secure vitally 
needed working capital without 
sharing ownership or profits, and 
with no disruption of his own 
business routine. The 
banker, on the other hand, has made 
a loan which is supported by the 
following: 


1. The note and guarantee of the 
borrower. 

2. The value of the inventory, as 
represented by warehouse re- 
ceipts. 

3. The legal liability and fidelity 
bonds of the warehouseman. 

4. The net worth of the ware- 
houseman, plus his experience 
and know-how. 

As a footnote to the above ex- 
ample, it is entirely in keeping 
with the facts to suggest that one 
of the distributors handling the 
room air coolers, along with three 


| or four allied lines is also a user 


of field warehousing. For virtually 
the same reasons as those mentioned 


| in the case cited, he also has an 











inventory problem. Although the 
distributor is thinking in terms of 


| a $25,000 loan, his need is just as 
| great as that of the manufacturer, 


and can just as readily be met by 
the use of field warehouse receipts. 

It is not enough, of course, to 
know that a loan is well secured 
when it is made. It is even more im- 
portant to know that it is going to 
stay that way throughout the term 
of the loan, and the bank lending 


| against field warehouse receipts has 


that assurance. Our company makes 


monthly up-to-the-minute reports 
to loan officers, taken from records 
kept on the most modern of busi- 
ness machines. They show the daily 
in and out movement of goods, 
value of the units, and month-end 
balances, providing the loan officer 
with a complete and accurate de- 
scription of the collateral inventory. 
Needless to say, the bank examin- 
ers like this very tangible evidence 
of the amount of the collateral sup- 
porting the loans thus secured. 

The field warehousing industry 
has developed some very helpful 
information for the use of loan offi- 
cers engaged in the financing of 
commodities. We have published 
this year a booklet entitled Inven- 
tory Financing,* which has been 
widely distributed among the banks 
of the country. It contains, among 
other items of valuable information, 
a section on “Commodity Studies,” 
and “Sources of Commodity Infor- 
mation,” both calculated to assist 
in the evaluation process. 

Those who desire to make a more 
thorough study of lending against 
commodities will find these books 
on the subject most helpful: Field 
Warehousing as a Facility for Lend- 
ing Against Commodities,** by 
Wesley J. Schneider, and Financing 
Inventory on Field Warehouse Re- 
ceipts, one of the studies in business 
financing issued under the sponsor- 
ship of the National Bureau of Eco- 
nomic Research,*** by Neil H. 
Jacoby and Raymond J. Saulnier. 

It is readily possible for every 
banker to fully inform himself re- 
garding all phases of commodity 
lending, and those who do so will 
find that they actually have little 
to fear from any inventory loans 
they may be called upon to make in 
1954, or in any other year, or in any 
business climate or situation. 

A strong and experienced field 
warehouse industry stands ready to 
lend its full co-operation to the end 
that inventories, far from becoming 
a problem in the years that lie 
ahead, may prove to be an im- 
portant source of profit and cus- 
tomer satisfaction. 


*Copies available upon request. 

Address: Lawrence Warehouse Co. 

37 Drumm St., San Francisco, Calif. 
**Published by The Macmillan Company 

60-62 Fifth Avenue 

New York 11, New York 


ee 


Address: 819 Broadway, New York 23, N.Y. 
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INSTANTLY ACCEPTED... 


with no questions asked! 





“You can’t fool me, my good man—that 
better be an American Express Travelers Cheque.” 


It’s child’s play to spend American Express . 


Travelers Cheques. They are instantly recog- 
nized, instantly accepted in more places than 
any other travelers cheque. 

More than 60 years of service, backed by 
vigorous national advertising and promotion, 
have made American Express Travelers 
Cheques the most widely accepted and the 
most popular cheques in the world. 


This universal acceptability, plus the unique 
advantages of American Express service, the 
world over, bring to your bank a double 
bonus of good will. 

Your customers rely on you for financial 
service when they travel. They want the safe, 
convenient service they enjoy in your bank. 
So offer them American Express Travelers 
Cheques and make our service yours! 


AMERICAN EXPRESS TRAVELERS CHEQUES 


The first choice of travelers the world over! 
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He Builds Farm Customers 


Here is a pioneer in bank field work who believes that the career- 
minded young farmer is too valuable as a prospective customer to 
turn over to the Government. Under his program, the misfits are 
eliminated, the merely unfortunate are rehabilitated, and begin- 
ners are given all possible assistance and encouragement. 


By J. H. PETERS 


of 1936, A. T. Altick became 

president of the Osage-Farm- 
ers National, a typical country bank 
located in the heart of one of Iowa’s 
richest farm areas. 


BR’: in the still difficult days 


It wasn’t long before the new 
president made the unhappy dis- 
covery that his official staff knew 
far too little about farming to do 
anything like an adequate job of 
handling the financial needs of the 
area’s farmers. Mr. Altick, however, 
had the good sense to realize that 
the situation called for positive cor- 
rective action, and promptly went 
into consultation with the one man 
who was best qualified to advise 
him. That man was Martin G. Fab- 
ricius, who had behind him three 
years of hard work among the farm- 
ers of the County as Extension 
Agent. 


Objectives Unchanged 


The upshot of this conversation 
was the installation of the first full- 
time bank field man in the state of 
Iowa, at a time when there were 
very few anywhere in the United 
States. His name, of course, was 
Martin G. Fabricius. 


The reasoning behind that deci- 
sion was as sound as it was simple. 
Here was a man whose every en- 
deavor was dedicated to the im- 
provement of the economic status 
of the farmers of the county. How 
better serve the interests of the 
bank than by having him carry 
over into this new job precisely the 
considerations that had been mo- 
tivating him in his work as County 
Agent? The effect of the transfer 
would be to cause him to confine his 
efforts to a smaller area, but he 
would be dealing with individual 
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situations much more thoroughly 
and achieve tangible results to a 
degree that would be impossible 
with the time and means previously 
at his disposal. 


The new field man made it the 
first order of business to become 
thoroughly acquainted with every 
farmer in which the bank had a 
direct interest. In the far from 
prosperous conditions then prevail- 
ing there were a number of farmers 
among the bank’s customers who 
were in difficulty of one kind or 
another. These needed special care, 
and they received it. If there was 
anything that could be done toward 
better adapting a program to the 
aptitudes of the farmer or to the 
physical characteristics of the farm, 


or both, it was done. © 


As time went on Mr. Fabricius 
learned to know every detail of 
every farm with which his bank 
was in any way concerned—the 
condition of the buildings, the ma- 
chinery and equipment, and the 
soil. More important, he developed 
an intimate knowledge of the per- 
sonal characteristics of the farmers, 
themselves, and their families. He 
recognized the importance of the 
role played by the wife and chil- 
dren of the farmer in speeding his 
progress, or retarding it. 


It goes without saying that Mr. 
Fabricius soon became involved in 
many situations requiring decisions 
regarding the extension of credit, 
a field with which he hadn’t been 
too familiar. It wasn’t difficult, how- 
ever, to evolve a loan policy that 
harmonized with his desire to make 
every possible contribution to the 
financial well-being of the farmers 
with whom he was working. His 
associates readily agreed that a 
policy which made the degree of 
their helpfulness the test by which 
loans were to be judged coincided 
perfectly with their own ideas of 
what constituted sound agricultural 
lending. In the capable hands of 
Mr. Fabricius, it was a self-enforc- 
ing policy. Geared as it was to the 


This partially painted garage was built by one time 4-H'er Melbourne Havig who is here 
shown with Fieldman Fabricius. 
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The First National Bank of Chicago 


Statement of Condition September 30, 1953 


ASSETS 
Cash and Due from Banks ‘ y , 4 . $ 621,081,971.61 
United States Government Obligations ‘ j 7, ; 754, 160,523.83 
Other Bonds and Securities . : : : : ‘ 142, 213, 261.25 
Loans and Discounts- .  1,189,544,002.87 
Real Estate (Bank Buildings and Adjacent Property) : 1,928, 349.77 
Federal Reserve Bank Stock . ; ; 5,550, 000.00 
Customers’ Liability Account of Acceptances a ; 2,677, 874.28 
Interest Earned, not Collected ? ; ? y ‘ 7,646, 410.31 
Other Assets . a ‘ ; F : ? ‘ ‘ 993,579.89 
$2,725, 745,973.81 
LIABILITIES 

Capital Stock . ; ‘ : : p , : ; 90,000, 000.00 
Surplus. ‘ : : ‘ , ‘ ‘ 95, 000, 000.00 
Other Undivided Profits . : ‘ ; : ; 7,129, 794.96 
Discount Collected, but not Earned : ; : 3 * 2,649, 009.76 
Dividends Declared, but Unpaid . F ; ‘ " 1,800, 000.00 
Reserve for Taxes, etc. . ; ‘ , ; ; ‘ 30,316, 588.99 
Bills Payable . P : ; . ; ‘ 35, 500, 000.00 
Liability Account of Ascoptences ; ‘ , ‘ ‘ 2,753, 103.79 

Time Deposits . “ ; ‘ . $ 505,798,356.51 

Demand Deposits . % é 1,759, 496, 912.19 
Deposits of Public Pande ; ‘ 195,215,178.29  2,460,510,446.99 
Liabilities other than those above stated ; : : 87,029.32 


$2, 725, 745,973.81 


United States Government obligations carried at $261,492,717.25 are pledged 
to secure United States Government and other public deposits, trust 
deposits, and for other purposes as required or permitted by law. 





























Board of Directors 


Epwarp E. Brown Hucuston M. McBain R. Douctas Stuart 
Chairman of the Board Chairman of the Board, Director, 
Marshall Field & Quaker Oats Company 
] D. Farrincton Company 
President, Chicago, i rn Louis WARE 
Rock Island and Pacife BentLey G. McCLoup President, 
Railroad Company Banker International Minerals 
Harry C. Murpuy & Chemical Corp. 


James B. ForRGAN 


= vtys President, Chicago, 

Vice-Chairman of the Burlington & Quincy C. J. WuippLe 

Board Railroad Company Chairman of the Board, 
Water M. HEYMANN Louis B. NEUMILLER ae 
Vice-President President, ection 


Caterpillar Tractor Co. 
Henry P. IsHam Joun P. WiLson 


President, Clearing In- _ P. Oates, JR. Wilson & McIlvaine 

; “ees airman, 
dustrial District, Inc. The Peoples Gas Light Receae te Wksee 
James S. KNOWLSON and Coke Co. Chairman of the Board, 
Chairman of the Board Ciarence B. RANDALL Standard Oil Company 
and President, Chairman, (Indiana) 
Stewart-Warner Corp. Inland Steel Company 


Rospert E. Woop 
Homer J. LivincsTon GILBerT H. SCRIBNER Chairman of the Board, 
President Winston & Company Sears, Roebuck and Co. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


The First National Bank 
of Chicago 


At your service — at the nation’s trade center 
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Members of the County Cattle Feeders Assn. on an annual tour of feed lots. 


The bank helped sponsor the association, whose 


other activities include outlook meetings and an annual feeders’ banquet. 


promotion of the ultimate best in- 
terests of each of the borrowers 
involved, it couldn’t fail to serve the 
ultimate best interests of the bank, 
itself. 


Along with better methods, Mr. 
Fabricius introduced better records 
by which the resulting improve- 
ments could be accurately meas- 
ured. For those cases that were 
under closest scrutiny, he required 
an accurate, though elementary, ac- 
counting procedure. Haphazard ac- 
counting, he felt, could only lead to 
haphazard results. He found, as 
have many other bankers, that farm 
accounting projects are among the 
most constructive in which 4-H’ers 
can engage, and has made a special 
effort to encourage farm youth to 
assist in the maintenance of good 
farm records. 


This effort extends to every 
farmer customer of the bank, and 
several hundred of them receive 
each year, with the compliments of 
the bank, a record book designed 
by the farm economics staff of Iowa 
State College. 


Mr. Fabricius is a firm believer 
in farm visits. While he is obliged 
to make himself available at the 
bank to the many farmers who 
want to see him in the course of 
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the week, he makes as many calls 
as he can possibly work into his 
crowded schedule. Farmers with 
loans giving any indication of im- 
pending trouble are given an on- 
the-spot analysis of the difficulty. 
Weaker lines, however, are not per- 
mitted to monopolize these calls, as 
the strong borrowers and non-bor- 
rowers among the bank’s customers 
deserve and appreciate the courtesy 
of an occasional visit. Even here, 
it is frequently possible to make a 
profitable suggestion. 


Stressed Soil Improvement 


The new field man found upon 
close examination that there were 
many farms whose soil resources 
weren’t being properly utilized. He 
found many instances in which the 
application of commercial fertilizers 
or lime, or tiling for better drainage, 
would return many times the in- 
vestment required in a relatively 
short time. Needless to say, loans 
were readily available for these 
purposes. 


Every now and then, says Mr. 
Fabricius, one encounters a misfit— 
a “square peg in a round hole”’—a 
person who simply drifted into 
farming by accident, and has no 
liking or aptitude for it. A number 
of visits will definitely establish 


these facts where they obtain, and 
the individual concerned is urged 
to quit farming and enter some type 
of work which is more to his liking. 
Several troublesome situations have 
been thus prevented or eliminated. 


These are extreme cases, how- 
ever, and this course is adopted only 
when there is no feasible alterna- 
tive. Says Mr. Fabricius, “If bad 
management can get a man into 
trouble, good management can, as a 
general proposition, reverse the 
trend and bring him out of it. If we 
find that rehabilitation is reason- 
ably possible, we will undertake it. 

“A case in point is that of a 
farmer whose cattle feeding opera- 
tions back in the thirties had been 
quite costly. Notwithstanding his 
losses, however, we saw in him a 
man of good character, industrious, 
and with a distinct liking for live- 
stock and farming in general. 

“When, therefore, it became 
necessary to tell him that his fi- 
nancial condition had become such 
as to render cattle feeding a far too 
hazardous operation for him to 
undertake in the future, both from 
his standpoint and our own, we 
were ready with an alternative 
plan. We suggested the purchase of 


(Continued on page 18) 
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If you haven't been down to an Army-Navy game in Philadelphia, 
chances are you've followed it by television or radio. 

Over the years, the Army-Navy game has become a Philadelphia 
specialty. Another Philadelphia specialty is the kind of 

service we at The Pennsylvania Company offer our large “family” 
: his of correspondent banks. To list a few advantages: very 

in fast securities transactions ...one of the biggest credit files 

rious, in the city ...24-hour-a-day clearance of transit items. 

live- Could this sort of thing help you? If you're in 

town, drop in and we'll talk about it. 


~ The Pennsylvania Company 


ir too 

nm to for Banking and Trusts Founded 1812 

from 

, we 

ative Serving more people more ways than any other Philadelphia bank 
se of 


24 offices, Philadelphia and suburbs member Federal Reserve System - Federal Deposit insurance Corporation 
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Recordak lets you matc 


EGARDLESS of the size of your bank— 
large, small or anywhere in between 
—you're sure to find a Recordak Micro- 
filmer that will give you the advantages of 
modern microfilming at lowest cost. “ 
This is possible because Recordak doesn’t 
manufacture just one microfilmer—or two. 
Instead you'll find a versatile line of high- 
precision machines designed with all banks, 
all requirements, all budgets in mind. 


‘Thus, Recordak has made it possible 


es Ontad 
mika 


for even the smallest banks to realize sav- 
ings—over and above all microfilming 
costs—which are proportionate to those 
realized by the largest Recordak users. 
And you can buy or rent your Recordak 
Microfilmer, as you please. 
ya77 

For complete details, write Recordak 
Corporation (Subsidiary of Eastman 
Kodak Company), 444 Madison Avenue, 
New York 22, N. Y. 


The Recordak Triplex Microfilmer 
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The Recordak Duplex Mix rofilmer 
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Remember these extra values, too — 


RECORDAK specializes in microfilming only . . . has 
been analyzing the needs of banks of every size for 
25 years. A nation-wide staff of specialists is always 
at your call. 


RECORDAK film, lenses, and microfilmers are made 
by Kodak . . . assurance in itself of top quality and 


performance, 


RECORDAK maintains 26 conveniently located film 
processing stations. Your microfilms are processed 
the same day they are received by skilled specialists 
using high-speed professional equipment. 


RECORDAK gives prompt Free Facsimile Service to 
all customers whose transit letters are lost or 


destroyed en route, 
“Recordak” is a trade-mark 


ae 


IWriversA® 


SRECORDERK 
(Subsidiary of Eastman Kodak Company) 
originator of modern microfilming — and its application to banking systems 





some good dairy cows and heifers, 
and that he get a program of hog 
production under way. He had cat- 
tle feeding in his blood, and it 
wasn’t an easy change for him to 
make, but he made it. 


“We made a trip to Minnesota 
where we bought some Holstein 
cows and first-calf heifers, and fol- 
lowed that up with the purchase of 
some good gilts. That the program 
proved successful from the start is 
amply attested by the fact that he 
was able to pay cash for a farm last 
year out of his own savings. 


“We've had little occasion for 
some years to lend this man any 
money, but he is among our most 
loyal customers, and customer 
loyalty is to us a jewel without 
price.” 

The bank’s agricultural program 
includes active participation in the 
sponsorship of many worthwhile 
educational efforts, including that of 
the county cattle feeders association 
which -was organized some fifteen 
years ago. This association holds 
annual feed lot tours, outlook meet- 
ings and an annual feeders’ ban- 
quet, all of which have been helpful 
in causing feeders to become better 
informed with reference to feeder 
grades, prices, markets and methods 
of feeding. 

Mr. Fabricius typifies the thor- 
oughly youth-minded banker. His 
bank makes the most of every avail- 
able opportunity to co-operate and 
collaborate in 4-H and Future 
Farmers activities, and recently as- 
sisted in the organization of a 
County 4-H Foundation. A sub- 
stantial number of memberships in 
the latter have been sold at $10 
each, and the funds thus raised are 
being used to bolster certain of the 
seemingly weaker but nonetheless 
worthy projects with more ade- 
quate awards. He pointed out that 
there is a tendency in efforts of this 
kind for calf projects, for instance, 
to predominate, somewhat at the 
expense of poultry, gardening, can- 
ning, and other projects in which 
the results achieved are fully as 
creditable but less spectacular. 


Young men who want to make a 
career of farming are the special 
concern of this banker. Too often, 
he feels, the question of succession 
to the management of a farming 
operation has been altogether a 


18 





“Just a loan for a few necessary improvements 
—air-conditioning the barn, recreation room 
and bar—a couple riding horses—"’ 


matter of chance. Circumstances 
completely unrelated to the qualifi- 
cations of the individual have 
played too large a part in the selec- 
tion of those managing the agricul- 
tural resources of the country. 
Mere lack of the necessary financial 
assistance has caused many a young 
man who could have made an out- 
standing contribution to the agri- 
cultural resources of the community 
to go into other work—dquite likely 
in some far-away city. 


Launched Farming Career 

As an outstanding illustration of 
what might be done toward cor- 
recting this condition, Mr. Fabricius 
likes to cite the case of a young 
man whom he first knew as a mem- 
ber of a 4-H Club of which he was 
leader. To continue his story, “The 
boy lived with his parents on a 
small plot of ground in the city of 
Osage. He bought a few hogs and 
had some very successful 4-H swine 
projects. His one ruling ambition 
was to become a farmer, and he 
never lost sight of that goal. It was 
a joy to -observe the enthusiasm 
with which he worked at his proj- 
ects, some of which were financed 
by the bank. 

“When he graduated in 1942, he 
promptly went to work as a hired 
hand. A year later, he was offered 
an opportunity to rent a farm pro- 
vided he could supply the necessary 
machinery. We had come by this 
time to have every confidence in the 
boy’s ability and honesty, and had 
observed repeated manifestations 
of his earnest desire to become a 
really good farmer. So we loaned 


him the money required for the pur- — 


chase of some good used machinery, 
along with some hogs, and he be- 
came a farmer on his own. 


“He has since purchased a farm 
on a contract which he is paying for 
in annual installments, and has ac- 
quired a very good line of farm ma- 
chinery. He has rented an adjoining 
farm and operates the whole as a 
livestock farm stocked with hogs of 
his own raising, and a flock of grade 
ewes and lambs. He buys each year 
enough feeder calves to provide an 
outlet for his roughage, to which 
he adds the grain required to finish 
them for market. His current fin- 
ancial statement shows a net worth 
of $41,000, and our bank has taken 
care of all of his borrowing needs. 


“Most important, we feel we had 
a substantial part in establishing 
in our community one of our best 
young families, which includes an 
industrious wife and two fine boys. 
Both the young man and his wife 
are active in church work and com- 
munity activities, and are making 
a distinct contribution to the wel- 
fare of our area.” 


“Our program of lending to be- 
ginning farmers,” continues Mr. 
Fabricius, “received considerable 
impetus with the enactment of the 
GI Bill, with its lending provisions. 
We regarded this development as 
both an opportunity and a respon- 
sibility. A considerable number of 
veterans asked for GI farm loans, 
and we tried to give each all the 
consideration to which he was en- 
titled. The situation, of course, 
called for a rigorous job of screen- 
ing, and it was then that we form- 
ulated a list of points against which 
every applicant was carefully 
checked, viz.: 


1. He must have an earnest de- 
sire to become a farmer. 

2. He must be willing to work up 
the hard way. 
The farm unit must be suffi- 
ciently large and productive 
to lend itself to efficient and 
profitable management. 
Tenure of at least three years 
on a reasonable rental basis 
_ Must be assured. 
A good farm wife is a must for 
the task ahead. She should 
be in on all conversations and 
decisions. 

“A number of applicants meas- 
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NATIONAL BANK OF DETROIT 


COMPLETE BANKING AND TRUST SERVICE 


The following Statement does not reflect the increase of 684,000 shares in the Common Stock of the Bank author- 
ized by the shareholders on September 24, 1953, of which 313,200 shares are to be issued and sold by 
October 20, 1953, with a resulting addition of approximately $14,000,000 to Capital Funds; the remaining 
370,800 shares are to be distributed as a stock dividend to shareholders of record October 22, 1953. 


STATEMENT OF CONDITION SEPTEMBER 30, 1953 


RESOURCES 


Cash on Hand and Due from Other Banks . $ 400,051,108.55 
Federal Reserve Funds Loaned. ... . 19,000,000.00 
United States Government Securities . . . 769,906,240.11 
Ce I Sr ea Se es 141,762,861.93 
Loans: 

Loansand Discounts ... . . . $ 367,120,799.95 

Real Estate Mortgages... Caer 76,732,414.95 443,853,214.90 
Accrued Income and Other Resources , 7,080,618.28 
Branch Buildings and Leasehold Improvements 4,872,101.49 
Customers’ Liability on Acceptances and 

tees GE Cae es So) ete ee 1,536,445.28 


LIABILITIES 
Deposits: 
Commercial, Bank and Savings . ._... - $1,486,653,097.28 
0 be- United States Government . . . . — 160,581,226.19 
Mr. Other Public Funds... ate 48,099,772.52 $1,695,334,095.99 
rable Accrued Expenses and Other Liabilities i: 12,556,695.72 
yf the Dividend Payable November 2,1953 . . . 783,000.00 
sions. Acceptances and Letters of Credit. . . . 1,536,445.28 
nt as Capital Funds: 
spon- Common Stock ($10.00 par value) . .«. $  15,660,000.00 
or al Surplus. ; ci Ra 45,000,000.00 
Undivided Profits és On PR ROA 17,192,353.55 77 ,852,353.55 
loans, $1,788,062,590.54 
ll the SESE 


is en- 


ourse United States Government Securities carried at $208,926,151.43 in the foregoing state- 
_ ment are pledged to secure public deposits, including deposits of $20,234,773.39 of the 
‘reen- Treasurer—State of Michigan, and for other purposes required by law 
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ured up and we loaned them from 
$2,500 to $4,500 to be amortized 
over a period of three to five years. 
The detail involved added up to a lot 
of work, and the individual trans- 
actions perhaps weren’t too profit- 
able in terms of direct compensation 
for the time and effort involved. 
From a long-range viewpoint, how- 
ever, this investment of time and 
money yielded larger returns than 
any we had ever made. It was most 
gratifying to observe the progress 
these men were able to achieve 
from year to year. We’ve never had 
any business on our books that was 
more satisfactorily handled, and 
each of these borrowers is now both 
a profitable and a devoutly loyal 
customer. 


Start a Few Beginners Each Year 


“This experience suggested to us 
that we should permanently in- 
corporate in our program of lending 
a project which would undertake 
to get a few beginning farmers 
under way each year, independently 
of the provisions of the GI bill. It 
seemed to us an excellent way to 
assure our own future stability and 
growth, a fine thing to do from the 
standpoint of the individual con- 
cerned, and a real service to society 
in general.” 


Mr. Fabricius cites as examples 
of what he has been able to achieve 
by making these loans the follow- 
ing: 

A loan of $3,500 dated January 1, 
1946, was made payable at the rate 
of $700 per year starting January 
1, 1947. All of the proceeds were 
invested in equipment, a few cattle 
and hogs and some seed and fertili- 
zer. Net worth was virtually nil. 
Statement of March 11, 1953 showed 
a net worth of $8,775.80. 


A loan of $3,000, dated February 
1, 1946, was made payable at the 
rate of $600 per year starting Feb- 
ruary 1, 1947. Borrower had. rented 
200 acres on a crop-share lease. 
Proceeds of loan were invested in 
tractor and implements, 50 ewes, 
a cow, 2 sows, 25 hens and 200 
chicks. Statement of July 11, 1951 
showed a net worth of $14,110.00. 

The proceeds of a $2,500 loan 
dated March 3, 1950, similarly re- 
payable over a five-year period, 
were invested in a one-half inter- 
est in 18 sows, a boar, 4 ewes, 225 
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GI Merle Hanson has shown steady progress. 


hens, and some feed, and a full in- 
terest in a tractor and cultivator. 
This borrower showed a net worth 
of $9,565 on March 3, 1953. Install- 
ments on the bank’s loan have been 
paid at or before maturity. 


Mr. Fabricius has a ready answer 
for those who offer the observation 
that conditions have been unusually 
favorable. “We realize,” he says, 
“that relatively high agricultural 
prices have contributed substanti- 
ally to the fine showing made by 
these young men, but we would 
have no fear of their ability to give 
a good account of themselves in any 
reasonably good economic climate. 
For all practical purposes, their 
labor costs are their own living 
costs, and these are carefully held 
to a minimum, with the farm pro- 
viding a major portion of the fam- 
ily’s food needs. Other costs prob- 
ably won’t adapt too readily to the 
lowered prices which are doubtless 
in prospect, and the rate of increase 
in net worth indicated in, these 
figures is, in all likelihood, a thing 
of the past. It will be noted, how- 
ever, that the annual rate of im- 
provement shown has been far 
greater than the amount required to 
do a satisfactory job of servicing the 
loans.” 


Mr. Fabricius and his associates 
never lose sight of the fact that the 


Government, generally speaking, is 
ready to step into any of these situa- 
tions that the bank refuses to 
handle. They feel very strongly that 
every potentially good customer lost 
by the bank to a governmental 
lending agency is also a loss for our 
system of free enterprise and a gain 
for bureaucracy. 


Assets—Not Problems 


Social problems, in the opinion of 
these men, are a proper subject for 
governmental concern and action, 
but they feel that beginning farm- 
ers who measure up to the stand- 
ards which they have established, 
far from being social problems, are 
social assets of a high order, and 
should be treated as such. 


They agree that the Farmers 
Home Administration and its pre- 
decessor, the Farm Security Ad- 
ministration, have done a lot of 
good. But they would feel happier 
about it if more of that good had 
been accomplished by the banks of 
the country. Says Mr. Fabricius, “1 
personally feel very strongly that 
banks should aggressively try to 
work out a program for financing 
young farmers that would very 
largely replace that of the Federal 
Government. To do the whole job 
would admittedly involve a degree 
of risk that no banker should be 
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20 MILLION BIRDS IN COUNTY 


N. E. Thomason, Vice-President, Etowah Bank, 
(left) has been working with broiler growers 
oround Canton, Georgia, for 20 years. Hollis 
Horton, Purina Salesman, (at right) also is a 
member of the team that has guided the 
growth of this local industry. Picture was 
taken when Thomason and Horton recently 
toured the broiler unit at Purina's Research 
Farm, Gray Summit, Missouri. 


A true pioneer in the broiler industry of 
the South, N. E. Thomason, Vice-President 
of the Etowah Bank, Canton, Georgia, is 
well aware of the great banking opportuni- 
ties in the farm field. Thomason’s bank 
started financing broiler growers 20 years 
ago, working through W. L. Lawson and 
Son, Purina Dealers. 


The Lawsons know how to service broiler 
growers. They are guided by Purina’s exten- 
sive broiler research and have their own 
broiler feeding operation. ‘““We’ve made great 
progress in the broiler field,” Thomason 
comments. “I can remember when we were 
glad to get a 2% to 3-pound bird in 13 weeks. 
Now we're getting the same size bird in 
only 9 to 10 weeks.” 

The 20 million birds makes Cherokee county 
the top broiler-producing county in Georgia. 
This big industry has boosted business in the 
county and has brought prosperity to many 
people not directly concerned with farming. 


PARTNERS IN PROSPERITY 


Many bankers are proud of the prosperity 
they bring to farming communities by sound 
financing of feeding operations in dairy, cat- 
tle, hogs, broilers, poultry and turkeys. If you 
are such a man, you will find your Purina 
Dealer and Salesman glad to work with you 
on a business-like basis. Your salesman has a 
portfolio of forms and finance plans that have 
proved sound and profitable for other bank- 
ers. If you'll call your Purina Dealer—the Store 
with the Checkerboard Sign—he'll be glad 
to have the salesman call without any feel- 
ing of obligation. 


RALSTON PURINA COMPANY 
ST. LOUIS 2, MO. 
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asked to assume, but a way could 
be found to turn this responsibility 
over to our banks without causing 
them to lower their standards in the 
slightest. 


A Title | Loan for Beginners? 


“FHA loans of various kinds have 
been devised in order to make bank 
credit available to large numbers 
of borrowers who couldn’t possibly 
have qualified without the insur- 
ance thus provided. I’ve noted with 
interest and approval the proposal 
of Leonard Simmer and Marion D. 
Murray, president and agricultural 
representative, respectively, of the 
Chillicothe State Bank, Chillicothe, 
Mo., that the Title I procedure be 
applied to soil conservation loans, 
but would extend any projected use 
of the Title I principle for the in- 
suring of agricultural loans to in- 
clude those made to beginning 
farmers. This would enable the 
banks of the country to lend money 
where it is most needed and would 
be most constructively used, and 
to do it more efficiently than it is 


“Look, Honey, | smile at people all day 
long—please allow me a few nasty looks 
in my own home, huh?” 


now being done by the Farmers 
Home Administration, at far less 
cost to the Government. 

“Bankers could take such a pro- 
gram in stride. The additional in- 
spections involved could be made in 
the course of the trips regularly 
made for this purpose. Borrowers 








Australia is Growing 


New investment by both Australian and oversea industry is evidence of confidence 
in the country’s future. 


Australia's population of 8!/2 million is increasing at the rate of 200,000 yearly— 


natural increase and carefully planned immigration. 


Progressive business is con- 


stantly discovering new opportunities for capital investment. 
A.N.Z. Bank knows Australia and New Zealand, and the Bank's broad experience 
covers virtually every type of project. For factual information address us direct 


or through your banker. 


AUSTRALIA AND NEW ZEALAND 
BANK LIMITED 


in which 


BANK OF AUSTRALASIA 
Established 1835 


are merged 


UNION BANK OF AUSTRALIA LTD. 
Established 1837 


General Manager's Office: 394 COLLINS ST., MELBOURNE, AUSTRALIA. 
Principal Office in New Zealand: LAMBTON QUAY, WELLINGTON, NEW ZEALAND. 
London Office: 71 CORNHILL, E.C.3. 


Over 700 Branches and Agencies throughout Australia and New Zealand, in Fiji, and in London. 


who showed clear indications of 
failing to make the grade would get 
just the considerate but firm treat- 
ment that the situation called for, 
The preponderance of loans which 
proved to be successful would 
steadily move from an insured to 
an uninsured status and take their 
place among those made by the bank 
in the ordinary course of business. 
There would be no difficult period 
of transition. 

“Of even greater importance is 
the fact that we would be restoring 
to the banks a function which is 
properly theirs. The representatives 
of the Farmers Home Administra- 
tion are good men and devoted to 
their tasks, but they are doing noth- 
ing for the farmers of the areas in 
which they operate that the banks 
serving those areas couldn’t do bet- 
ter.” 

Both President Altick and Mr. 
Fabricius have for several years 
operated sizable farms of their own. 
Farmers in their own right, they 
share the farmer’s problems and 
speak his language. They have 
learned from their own experience 
and the countless farming opera- 
tions that have come under their 
observation that all progress in 
agriculture has been due to the ap- 
plication of better methods to better 
farms by better people. 


For Home Builders and Buyers 


A new booklet—How to Save 
Money When You Buy or Build 
Your Own Home—is available to 
your mortgage loan department for 
information and display purposes. 
The 36 page booklet is described as 
“a guidebook to help you get the 
greatest value for your home in- 
vestment.” 


First, it discusses home financing 
agencies and types of mortgages. 
Then it tells what to consider in 
selecting a home site, what to look 
for in the construction of an exist- 
ing (new or old) house, how to plan 
a new home. Practical check-lists 
and a glossary of construction terms 
are included. 


You can obtain free copies of the 
booklet from Wadsworth Homes 
Inc., 2949 Chrysler Road, Kansas 
City, Kansas. The company has con- 
fined its advertising plug entirely 
to an eight-page center insert. 
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383,375,599.07 
$5,553,147,256.83 





United States Government and other securities carried at $510,737,086.00 were pledged 
es of the to secure public and trust deposits and for other purposes as required or permitted by law. 
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-Remember the Cigar Store Money 2 


In his account of 1933 (September BANKERS MONTHLY), Washington Corre- 
spondent Herbert Bratter recalled the widespread use of scrip. Here now is 


Normally, that makes pretty 

good sense. Yet, for about a 
year the people of Tenino, Wash., 
were happy to do just what the old 
saw advises against. It was like 
this. 

On December 4, 1931, the Citizens 
Bank of Tenino folded. Depositors 
found their assets frozen, and them- 
selves without money. 

It was Tenino’s chamber of com- 
merce that came up with the an- 
swer to their plight: The chamber 
would accept assignments of up to 
25 per cent of individual deposits 
and, in return, issue scrip to the de- 
positors. The chamber promised to 
redeem the scrip on payment of 
dividends assigned. 

So the depositors had the use of 
part of their money and the com- 
munity had a currency system. 


D ONn’T take any wooden money! 


Switch to Wooden Money 

At first the scrip was on paper, 
but a little later a local newspaper- 
man, Don Major, got the idea of 
using wood instead. Since lumber- 
ing was the region’s big industry, 
this scheme included some free ad- 
vertising. It also gave the wags a 
chance to make something of 
wooden money and Treasury Sec- 
retary Woodin. 

Well, the upshot was that Tenino’s 
wooden money proved such a curi- 
osity that it was sold to outsiders 
for real dollars to the total of $10,- 
000. This was enough for the 
chamber to buy the building of the 
shut-down bank. ’ 

Don Major recalls that the scrip 
was printed in his newspaper office 
on slices of Sitka spruce cut to 1/80 
of an inch and reinforced with 
paper. 

Go to Tenino today and you will 
see reminders of this famous cur- 
rency. On Tenino-Oakville Bank 
checks, for instance: ““Home of the 
Wooden Money.” Out-of-staters 
usually ask what this means. Presi- 
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more about that scrip. 


dent H. E. Waite will cheerfully 
fill in the story for you. 

“Bartex coupons”—issued in the 
early 30’s by one group in Salt Lake 
City—had a far different back- 
ground than Tenino’s wooden 
money. 

This group called itself the 
Natural Development Association 
and preached the end of capitalism. 
They figured that hard times had 
been caused by the “financial sys- 
tem,” not by any shortage of “real 
wealth.” Association President Ben- 
jamin B. Stringham explained the 
depression this way: 

“With the securities exhausted, 
the banks cannot let the money out 
on frozen securities or they go 
broke; they are forced to close the 
gates to the departments and pro- 


tect the interest of the stockholders 
and depositors or lose their posi- 
tion.” 

So, they said, the “financial sys- 
tem” had to be destroyed. In its 
place would be “the ideal condition, 
when no money will be used nor 
wages paid, and no taxes, rents, nor 
debts will exist, no stocks nor bonds 
will be sold. Every person who will 
register with the departments ‘of 
labor and- education will have all 
the necessities of life he is capable 
of using, for his own and commu- 
nity benefit.” 

The Natural Development Asso- 
ciation issued bartex coupons “re- 
deemable only in merchandise or 
service.” The “bartex” part pre- 
sumably came from the word 
“barter.” 


This bit of history has been un- 
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How does 
an embezzler 
look to you? 


Unfortunately, an embezzler looks just like 


With it, you can easily find the amount of coverage 


can other people. He may be fat or thin, tall or short. you require, as recommended by the American 
She may be jolly and talkative, or solemn and Bankers Association. This convenient device also 

1 sys- reserved. You recognize them only by what they enables you to compute automatically the monthly 

a its do — and, these days, the sky’s the limit. amortization charge on a large selection of loan 

rg That’s why you should make sure that your amounts at four different interest rates. | 

is, nor Bankers’ Blanket Bond is large enough to give Ask your Indemnity Agent for your free copy 

bonds you the margin of safety you need. An adequate of the Bankers’ Automatic Calculator and talk 

is Bankers’ Blanket Bond is your only sure protec- over your BBB with him. 

ve all tion against embezzlement as well as many other 

ipable types of loss. s: INDEMNITY INSURANCE COMPANY OF 

is © To help you determine the amount of coverage f ‘ 2 

pow % you need, your Indemnity Agent will be happy to i - $ NORTH AME RICA 

; “re- give you a handy Bankers’ Automatic Calculator. ui 2 One of the North America Companies which are headed 


by Insurance Company of North America, founded 1792 


Philadelphia 1, Pa. 


ise or 
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PIONEERS IN PROTECTION~—SERVING WITH 20,000 AGENTS IN THE PUBLIC INTEREST 
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earthed by Olga Alexandria, assist- 
ant cashier at the Continental Bank 
and Trust, Salt Lake City. 


During the tide of bank failures 
Hawarden, Ia., issued the “Hawar- 
den dollar.’ In New York, the 
Grand Union Grocery Stores issued 
books of coupons redeemable in 
food at their stores. The books were 
sold to industrial and commercial 
firms for use as part of their pay- 
rolls. 


Toledo, O., and the Louisiana 
Highway Commissicn both paid 
their workers in scrip. So did Knox- 
ville, Tenn. 

Howard Preston, president of 
Knoxville’s Hamilton National, tells 
us that Knoxville issued scrip in $1, 
$5, $10, and $20 denominations, and 
in blank for the amount to be filled 
in. These certificates, he recalls, 
were used from 1932 to 1937, and 
bore 6 per cent interest. All were 
refunded in 1937 by a bond issue 
of 1.6 million dollars, and all have 
been redeemed except $600 worth. 

Over at Clear Lake, Ia., the Clear 
Lake Commercial Club, Inc., issued 
“Corn Exchange” certificates. These 
certificates, according to R. R. 
Rogers, assistant cashier at Clear 
Lake Bank and Trust, were used to 
purchase corn at 25 cents a bushel 
when the market price was 12 cents. 

The certificates were honored at 
face by Clear Lake’s merchants and 


CITY OF KNOXVILLE 


were redeemed by the chamber of 
commerce. Each person or firm 
through whose hands a certificate 
passed endorsed it. 

“As I remember it,” Rogers says, 
“about 15,000 bushels of corn 
changed hands during the week the 
program was in operation.” 

Vast quantities of clearinghouse 


ONE DOLLAR, 


a 


certificates and other substitutes for 
money had been prepared or were 
in. process of preparation in the 
critical days which preceded the 
banking moratorium, but only 
negligible amounts were’ ever 
brought into use. As bad as the 
emergency proved to be, it seems 
that we were squared away for 
something far worse. 


festering one li inc ang a 


Income Tax Savings 
Via Life Insurance 


Maybe your insurance program is 
falling short of its maximum value 
because of bad tax planning. If so, 
a new report prepared by the Re- 
search Institute of America—Tax 
Aspects of Life Insurance—may put 
you on the path to major tax sav- 
ings that are available only through 
life insurance. 


Originally, people bought life in- 
surance primarily for its protection 
aspects. Now, however, the Institute 
notes, it offers you other appeals: 
it can “(1) defer tax on income; (2) 
convert otherwise ordinary income 
into capital gain on which the high- 
est tax rate is 26 per cent; or (3) 
convert otherwise taxable income 
into exempt income. As a result, a 
capital fund in the form of insur- 
ance proceeds can be built up at a 
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much smaller tax cost than almost 
any other investment.” 


The report is careful to point out 
that the tax reductions now in 
prospect will not make any sub- 
stantial change in this picture. 

The analysis warns of potential 
danger spots in any insurance pro- 
gram you now have, and the pitfalls 
to be avoided in any program you 
may plan. Many policyholders, for 
instance, in an attempt to defer tax 
on income, inadvertently bunch in- 
come into one year; thereby push- 
ing it into higher brackets. 

You will find here recommenda- 
tions for building an estate or re- 
tirement fund, protecting against 
the death of a key executive, safe- 
guarding a business interest. And 
you will find suggestions to help 
you select—with an eye to the tax 
structure—the best of many options 


for collecting insurance proceeds. 


The report tells just how insur- 
ance is treated for income, estate 
and gift tax purposes. A checklist 
of tax pointers is included. 

Contact the Research Institute of 
America, Inc., 292 Madison Avenue, 
New York 17, N.Y., for further in- 
formation. 


Whenever a customer comes 
griping about our interest rates or 
service charges we are supposed te 
smile. Then we hand him one of our 
cards. 


Count that day lost 
Whose low descending sun 
‘Sees prices shot to hell 
And business done for fun. 
Then the customer smiles with us. 
—Valley National Bank’s “Round- 
up.” 
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MANUFACTURERS 
TRUST COMPANY 


Condensed Statement of Condition 
September 30, 1953 


RESOURCES 


Cash and Due from Banks 
U. S. Government Securities ; 
U. S. Government Insured F. H. A. 
aE her ett 
State, Municipal and Public Securities 
Stock of Federal Reserve Bank 
Other Securities a oe 
Loans, Bills Purchased and Bankers’ 
Aoceptemets . . . . . « 1,008,844,795.73 
WN 5) 0 a ERE 12,560,194.48 
Banking Houses aay a 14,371,004.58 
Customers’ Liability for Acceptances 11,950,590.38 
Accrued Interest and Other Resources 7,003,720.80 


$2,806,785,378.15 


$ 758,266,534.85 
750,865,789.98 


77,849,118.10 
133,761,880.48 
4,511,700.00 
26,800,048.77 


LIABILITIES 


Capital . . . . $ 50,390,000.00 
Surplus ... 100,000,000.00 
Undivided Profits . 27,291,407.78 $ 177,681,407.78 


Reserves for Taxes, 

Unearned Discount, Interest, etc. 
Dividend Payable October 15, 1953 
Outstanding Acceptances . 
Liability as Endorser on Acceptances 

and Foreign Bills . . .... 16,588,980.04 
Gier Lise  w 8 Go ke 1,960,112.48 
Deposits . . . « © © «© « « « 2,573,862,235.14 


$2,806,785,378.15 


22,258,445.45 
1,763,650.00 
12,670,547.26 


United States Government and other Securities carried at $157,783,229.40 are pledged to 
secure public funds and trust deposits and for other purposes as required or permitted by law. 


Head Office: 55 Broad Street, New York City 


MORE THAN 100 OFFICES IN GREATER NEW YORK 


Member Federal Deposit Insurance Corporation 





FOR TRAIT © 


The Chubb program of progressive growth 


anticipates your business needs 


On July 1, 1953, when the merger of the United States 
Guarantee Company into the Federal Insurance Com- 
pany became effective, Chubb & Son passed another 
important milestone in its 70-year history of insurance 
company management operations. , 

This merger of the Federal, a fire and marine com- 
pany, and the Guarantee, a casualty and bonding 
company, was designed to create a single company 
with a greater diversification and spread of risk, one 
of even greater financial strength and competitive 
power, and to gain the benefit of certain economies 


and increased efficiency. 


As a result the Federal Insurance Company now 
has total admitted assets substantially in excess of 
$100,000,000 and a capital and surplus well in excess 
of $50,000,000. 

Since 1921, the two companies have always worked 
in close accord. Chubb & Son who has managed 
both companies will continue to manage the Federal 
Insurance Company. Under this management the 
traditions of the United States Guarantee Company 
will be preserved and the combined company will 
move forward with the advantage of increased financial 


strength and multiple line underwriting powers. 
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rrROCOGRESS... 


FEDERAL INSURANCE COMPANY 


OCEAN AND INLAND MARINE ° a a AUTOMOBILE 


FTEDELIEY : SURETY ° CASUALTY 


Aviation Insurance through Associated Aviation Underwriters 


CHUBB & SON 


Managers 


90 JOHN STREET, NEW YORK 38, N.Y. 


ATLANTA + CHICAGO - DALLAS - LOS ANGELES - MONTREAL - PITTSBURGH 


SAN FRANCISCO - SEATTLE - TORONTO - WASHINGTON, D. Cc. 





What They ” Saying Ba a 





TO HELP FREE ENTERPRISE 


Treasury Secretary Humphrey, 
at the recent New York Clearing 
House centennial dinner, suggested 
certain areas in which bankers 
“can help free enterprise to work.” 
He said: 


“|. One of the best things the 
money market can do is to assure 
a broad and vigorous market in 
Government securities... . 


“41. The market for new issues 
needs study to see if ways can be 
found to spread out financing and 
lessen the risk of congestion and 
indigestion such as occurred earlier 
this year.... 


“Wl. We feel certain that it 
should be this Administration’s 
objective to increase the role of 
private participation in foreign in- 
vestment. This being the case, you 
as money and business leaders 
might well be prepared to take a 
fresh look at this field... . 


“sV. Finally, we wonder if the 
banking and investment houses of 
America might not have more peo- 
ple who are detached from the 
routine operations of the business 
who could be constantly watching 
such things as I have mentioned to 
make sure that the right things 
are first thought of and then done 
at the right time.” 


EVERETT D. REESE 
. supports CCC plan 


30 








GEORGE M. HUMPHREY 
. makes four suggestions 


CRYSTAL GAZING 


Arthur Wiesenberger & Co. re- 
cently asked 772 brokers and 188 
financial editors across the country 
where each thought the Dow-Jones 
industrial average would wind up 
at the end of the year. 

Say the brokers: “The Dow- 
Jones industrial average will close 
the year 1953 at 269.67.” Say the 
editors: “It will close at 259.80.” 


WITH AN EYE ON THE DEBT LID 


Said ABA President Everett 
Reese (The Park National of New- 
ark, O.)—as he threw the asso- 
ciation’s support behind the issuance 
of Commodity Credit Corp. certifi- 
eates of interest—in a letter to 
member bank presidents and di- 
rectors: 


“In view of the heavy crops to be 
financed through CCC price support 
loans this fall, the program is in- 
tended to achieve maximum invest- 
ment of private funds in CCC crop 
loans, thus relieving the United 
States Treasury as much as possi- 
ble of a financial burden which 
would have to be taken care of 
through public borrowing. 


“We trust the banks of the nation 
will support this program... .” 


WILL THEY BE WRONG AGAIN? 


Says Russell Prudden in his cur- 
rent Digest of Investment and 
Banking Opinions: 

“It is very evident that we are 
now in some sort of a dip but this 
is only natural after the big build 
up for 20 years, and the ‘clean up’ 
which is going on in Washington. 
We are seeing a slowing down, 
corrections, and adjustments, as 
most bankers say. The big hope 
is that this will not lead to a so- 
called depression—only a ‘mild 10 
per cent recession,’ and that ‘only 
some people will get hurt.’ The 
general opinion is ‘Yes, there will 
be some adjustment, but don’t 
worry about it.’ 

“However, don’t forget that when 
nearly everyone agrees, something 
else usually happens. . . .We may 
have very little recession, or a 
much longer and greater one than 
the 10 per cent talked.” 


AN ALTERNATIVE TO TARIFFS 


Said John Coleman, president of 
Burroughs Corp., before the annual 
Virginia World Trade Conference: 

“A tariff is a government sub- 
sidy. It is an interference with the 
free market; it denies the rights of 
the consumer whom in our eco- 


nomic system we so often proclaim 
as king. 

“It may be, therefore, that we 
must accept an alternative to tar- 
iffs, namely Government loans and 





JOHN S. COLEMAN 
. submits an alternative 


BANKERS MONTHLY 








gral 
dive 
trai 


is b 
rary 
acce 
a ta 





ill 
’t 
on 
ng 
ay 


an 


and 


ITHLY 





JOSEPH M. DODGE 
. explains budget troubles 


grants while protected industries 
diversify their products and re- 
train their labor in new enterprises. 
In all moderation, I submit that it 
is better to devise such a tempo- 
rary program of readjustment than 
accept the interminable subsidy of 
a tariff.” 


FPRA SPEAKS OUT 


Said the board of directors of the 
FPRA in a resolution passed at the 
association’s Detroit convention: 

“Banks and bankers should do 
everything within their power to 
foster sound money, stability of pur- 
chasing power, and opposition to 
the forces of violent inflation and 
deflation. 


“Towards this end we should do 
our utmost to co-operate with the 
Government in meeting its financial 
needs in ways that will not only be 
of present help but will avoid ‘pass- 
ing the buck’ to future generations. 


“. . We should make an effort to 
explain those principles wherever 
money and banking are concerned 
in plain. laymen’s terms. Public 
understanding is the most powerful 
guarantee against violent swings 
from one unsound policy to an- 


|other.”’ 


At the convention, Lee Matthews, 
president of the American Trust Co. 
of South Bend, was elected FPRA 
president. He succeeds William Hall 
(the Detroit Bank) who becomes ex 
officio a member of the association’s 
board. 
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BAD NEWS 


Said Budget Director Dodge in a 
recent speech before the Detroit 
Economic Club: 


“If the revenue conditions remain 
favorable, the tax reductions now 
in the law will cause an estimated 
loss of revenue equal to or exceed- 
ing the amount of savings we ex- 
pect to make in this year’s expendi- 
tures. This means that the budget- 
balancing problem in the 1955 fiscal 
year (starting next July 1) is at 
least the same in magnitude as the 
one we faced this year.” 

Mr. Dodge concluded unhappily: 
“We seem to be dealing with a be- 
lief that the Government should fi- 
nance any kind of a project, can 
guarantee everyone personal eco- 
nomic security, and provide absolute 
military safety of life and property, 
at only a modest dollar cost. 

“Everyone is for Government 
economy—in the abstract. But econ- 
omy always should begin some- 
where else, and not affect the proj- 
ects of a special interest or locality.” 


OUTLOOK FOR BANK EARNINGS 


Said money expert E. Sherman 
Adams before the fall meeting of 
the District of Columbia Bankers 
Association: 

“In recent years there has been 
some improvement in bank earn- 
ings. For the near-term future, 
the prospect is for some further 
improvement as loans are renewed 





LEE L. MATTHEWS 
. . takes office 





DR. E. SHERMAN ADAMS 
... peers ahead 


and reinvestments made at rates 
that are higher than prevailed 
when the original loans and in- 
vestments were put on the books. 


“However, even with business 
activity and bank loans at record 
levels, the net profits of many 
banks are none too good in relation 
to capital accounts. Most of the 
increase in gross earnings since 
1945 has been absorbed by higher 
costs. 


“Losses on loans may increase. 
There has been no real test of 
banking assets for many years. A 
period of readjustment would un- 
doubtedly reveal some weak spots 
in loan portfolios. 


“On the other hand, bank earn- 
ings have acquired a new element 
of stability that they did not for- 
merly possess. In fact, banking 
now has a unique kind of growth 
factor. In good times, individuals 
and business firms increase their 
borrowings and when business 
falls off, the Government increases 
its borrowings. 


“Admittedly, a contraction of 
loans would hurt bank profits even 
if it were accompanied by an 
equivalent increase in investments, 
because the latter would yield a 
lower return. Nevertheless, bank 
earning power is less vulnerable 
to a shrinkage in loans than it used 
to be. Moreover, for many banks, 
losses on loans may be more than 
offset by market appreciation in 
their bond investments.” 
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How a Stockholder Can Help His Bank 


1. By making the utmost practicable use 
of all the services the bank has to offer, being 
careful to conduct his affairs as a depositor or 
as a borrower in strict conformity with the 
standards set by the management for its other 
customers. 

“Nothing is so contagious as example.” 

2. By recommending to friends that they use 
his bank. 


The stockholder occupies a-position of influence, both 
within the bank and in the community it serves. By 
supporting policies that assure good customer service, he 
can please old friends and make new ones by persuading 
them to do business with his bank. 

8. By promoting the idea of systematic sav- 
ing at every opportunity, beginning with his 
own family. 

There is no better way to develop within every mem- 
ber of the family a sense of responsibility and ability to 
manage money than by providing each with a savings 
account and devising some means of adding to it regu- 
larly. The idea will spread. 

4, By encouraging business friends to discuss 
their financial problems with him, with a view 
to determining what the bank may be able to 
do to help them. 

Knowledge of the various local businesses often dis- 
closes opportunities to make safe and profitable loans. 

5. By helping to promote the interests of 
the bank's customers. 

Only prosperous customers can make a prosperous bank, 
and the collective efforts of the bank’s shareholders can 
make a difference in the condition of any deserving cus- 
tomer. y 

6. By taking an active part in the develop- 
ment of the community's resources. 

The bank will be sure to share in all the benefits of all 
the community development that can somehow be 
achieved. 

7. By learning from the officers and directors 
of the bank the principles by which they are 
guided in the oe of its affairs, and 
particularly in the lending of its depositors’ 


money, so as to be prepared at all times to deal 


intelligently with criticisms and rumors. 

There is still a lot of mystery in banking as far as the 
public is concerned, and shareholders can do much toward 
removing it. 

8. By keeping a close watch on ali com- 
munity deve —— which are likely to re- 


quire any of the services which the bank is 


prepared to render. 
Bank shareholders are often in position to obtain plan- 
ning-stage information regarding building and other 
jects which the officers of the bank could use to excel- 
nt advantage. 


9. By bringing to the bank any of the busi- 
ness of firms with which he is connected and 


over which he has any measure of influence. 

Many a decision has gone to a competing institution for 
no reason other than that the shareholder’s bank lacked a 
spokesman. 


10. By recommending his bank to lodges, 
clubs, churches, and other organizations of 
which he is a member. 

If his bank doesn’t have the account, there is, or 
should be, a reason. By investigating the matter, he may 
find reasonable cause for suggesting that all or part of the 
account should be transferred to his bank. 

11. By considering carefully what he might 
be able to do about bringing to his bank all or 
part of the accounts of school districts, and 
those of other municipal subdivisions. 

Fairness should be the rule in this as in all business 
solicitation efforts. It is, however, a universally recognized 
rule of conduct in competitive enterprise that honest 
persuasion and the honest use of whatever influence may 
be exercised through friends and business associates is 
entirely compatible with the highest business standards. 

12. By comparing notes with other stock- 
holders with a view to exchanging information 
which will lead to the solicitation of certain 
items of business by the one man or group of 


men most likely to succeed. 

It is important to do the best ible job of matching 
the individual shareholder with the prospect. 

13. By conferring frequently with the cashier 
and other officers regarding new business op- 
portunities and other ways of furthering the in- 
terests of the bank. 

This will be sure to bring about a condition of in- 
creased alertness and an attitude of constructive inqui 
into ways and means of increasing the scope of the bank's 
services and adding to its profits. ; 

14. By cultivating the feeling and attitude 
that he represents the bank in all of his business 
contacts. 

If, then, he will deliberately visit manufacturing plants 
and other substantial business enterprises and talk with 
their chief executives, he will cement existing customer 
relationships and gain new ones. 

15. By availing himself of every oppor- 
tunity to make the acquaintance of newcomers. 

While this is highly desirable for other than business 
reasons, its possibilities as a business-getting technique 
should not be overlooked. The newcomer might val 
be found to control a considerable amount of good ba 
business. 

16. By repeatedly reminding himself that he 
has a share in the responsibility for the growth 
and efficient management of the bank. 

The responsibility is, in the last analysis, to himself. 
As part-owner of the bank, he has a very direct interest 
in its welfare and progress. 


(Reprints of this page are available at two cents each) 
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Twelve Reasons Why Workers 
Lose Their Jobs 


1. Laziness. “He profits most who 
serves best” applies to the employee 
as surely as to the employer. Profit- 
minded employers do not fire men 
who produce! 


2. Disloyalty. Elbert Hubbard 
said “An ounce of loyalty is worth 
a pound of cleverness.” A wise em- 
ployer refuses to listen to the man 
who bites the hand feeding him. 


3. intemperance. The intemperate 
man is unreliable. When most 
needed he is likely to let his em- 
ployer down. 


4. Poor Health. No employer can | 
afford frequent absenteeism. It | 
works hardship on fellow-workers. | 


5. Poor Personality. Some people 


are born with charm. Others must | 


and can cultivate and acquire it. 


6. Emotional Instability. The per- 
son who is overly sensitive and 


blows up under pressure rides for | 


a fall. 


7. Dishonesty. A liar and a hypo- | 
crite is essentially dishonest, so is | 
a malicious gossip and a waster of | 


time. 


8. Immorality. Generally recog- 
nized as a character weakness in- 
ducing failure. 


9. Talkativeness. Many a man has | 
talked himself out of a job and | 


never realized it. Learn to listen. 


10. Bad Disposition. The surly, 
arrogant, ungracious employee may 
think he can vent his ill humor on 
his fellow-workers, but when least 
expected he’ll find himself on his 
way out. 


11. Unprogressiveness. This is due 
directly to wrong thinking, and has 
nothing to do with age. To succeed 
you must be mentally alert, con- 
Sstantly striving for self improve- 
ment. 


12. Income Mismanagement. The 
man who is always in debt, who 
borrows from everyone around 
him, who repeatedly asks his firm 
for an advance, may be tolerated 
for a while for his other qualities, 
but he eventually becomes a nui- 
sance.—By Walter A. Lowen. Re- 
printed from “In Transit,” house 
magazine of the Atlanta Envelope 
Company. 
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A modernized Field Warehouse 
record that makes friends and 
attracts customers 


@ Compact, convenient 
desk size. 


@ Delivered promptly 
every 30 days. 


@ Complete description 
of every transaction. 


@ Eliminates duplicate 
accounting by bank. 


Our record becomes your record. Our Monthly Value and Stock 
Report is designed for quick accurate verification so there is no 
longer any need for banks to duplicate expensive, time-consuming 
posting and accounting. A glance at this day-to-day, readily-under- 
standable report, provided only by New York Terminal, tells What 
has taken place— What the position is right now— What the pros- 
pects are. 


A call will bring a qualified representative, without obligation, to 
give you additional information or assist you in reviewing any in- 
ventory situation. Use New York Terminal Warehouse Receipts— 
they enable you to extend maximum credit with minimum risk at 
lower cost to you and your customers. 
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The New York Clearing House Story 


Secretary Humphrey calls the association's centennial ‘an anni- 


versary of free enterprise." 


RANKLIN PIERCE was President of 

the United States—36 states. The 
Erie Canal and the railroads were 
stretching westward to open vast 
areas to farming, industry, and 
trade. The California gold rush had 
greatly expanded the world supply 
of specie, the basis for credit. 


New York City already was the 
financial heart of the nation. And 
each day the Erie Railroad and the 
New York Central were bringing 
new wealth. 


Yet New York banks still lacked 
a quick way of settling balances be- 
tween themselves; at that time, 
banks presented checks drawn on 
one another by “walk clerks” who 
made deliveries in person. By Octo- 
ber of 1853, the check snarl had 
become acute. 


So, in a basement room, at 14 
Wall Street, men representing 52 
banks set up the first clearing house. 


The New York Clearing House got 
its first real test of unity during the 
financial panic of 1857. In this crisis 
each member bank agreed to accept 
—from any other member—certifi- 
cates of deposit based on collateral 
in the hands of the governing Clear- 
ing House Committee. 


On 10 other occasions of financial 
stress before the advent of the Fed- 
eral Reserve System, the association 
came through with the issuance of 
Clearing House loan certificates. 


The stock market collapse of 
October, 1929, signaled trouble for 
everyone. On the morning of De- 
cember 11, 1930, the Bank of the 
United States—not a Clearing 
House member—closed. That same 
morning the Clearing House Com- 
mittee urged that members loan to 
depositors of the shut-down bank 
up to 50 per cent of the depositors’ 
balances at 5 per cent interest. The 
association then unanimously gave 
the committee power to carry out 
the plan. 


It was in the NY Clearing House 
that the National Credit Corpora- 
tion, the 500 million dollar bankers’ 
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Here is some of the background. 


pool to help hard-pressed banks, 
was formed at the request of Presi- 
dent Hoover. It was there that the 
50 million dollar Commodities Fi- 
nance Corroration got its start. 


The bank holiday of 1933 found 
the Clearing House giving its mem- 
bers up-to-the-minute advice, set- 
ting up a loan committee, and 
printing scrip for general use. The 
scrip was not needed because of the 
emergency currency legislation en- 
acted by Congress. 

Now, the New York Clearing 
House is 100 years old. Its daily 
clearings average 1.8 billion dol- 
lars; its daily balances average 396 
million dollars. In the association 
are 18 member banks with 430 
branches, the Fed of New York, and 
five clearing nonmembers. 


At the association’s centennial 
dinner, retiring-President Alex- 
ander Nagle said: “So long as in 
this country we have an independ- 
ent and competitive banking sys- 
tem, so long I believe we will find 
the Clearing House always strong 
and always able to carry its respon- 
sibilities to the community and to 
the nation.” 


N. BAXTER JACKSON 
...@ new chief in an old job 


Treasury Secretary Humphrey 


called the centennial “an anniver- 
sary of free enterprise.” 


Next day, the new Clearing House 
Committee was elected. The new 
members are: President Baxter 
Jackson, president of the Chemical 
Bank & Trust; Chairman Stewart 
Baker, chairman of the Bank of 
Manhattan; Horace Flanigan, presi- 
dent of Manufacturers Trust; Percy 
Ebbott, president of the Chase Na- 
tional; William Gray, chairman of 
the Hanover, and Adrian Massie, 
chairman of the New York Trust 
Company. 


Needed: A Knowledge 
of Economics 


To help attain the objectives of 
the new administration, it is es- 
sential that the American people 
have a better knowledge of Federal 
finance and such fundamental con- 
cepts as wealth, income, profits, 
production, and what makes our 
economy tick. In our modern and 
complex exchange economy, there 
is much confusion over these basic 
terms. This in turn has led to public 
approval of fantastic plans that 
have greatly contributed toward 
building up a mushroom bureau- 
cracy as well as threatening our 
solvency. It should be obvious to the 
American people that government 
bills are paid by the taxpayers. In 
this country where so much money 
is spent on education, there is no 
excuse for the prevailing ignorance 
concerning government finance and 
the workings of our economy. 
Democracy demands continuous 
vigilance on the part of its citizens. 
It is an old axiom of political 
science, “A nation gets the kind of 
government it deserves,” as it mir- 
rors the forces at work within its 
borders. 


To maintain our solvency and 
integrity as a nation, we have no 
alternative but to return to the 
fundamental principles that have 
been responsible for our greatness. 
Thrift, hard work, pay-as-you-go, 
incentives for business enterprise, 
and rising productivity are among 
the foundation stones of what is 
called the American system.—New 
England Letter of the First National 
bank of Boston. 
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to Yourself 


There’s no place in today’s highly competitive 
banking scene for out-dated equipment! No matter 
what the size of your bank, you still must handle 
complex accounting and auditing problems—quickly 
and accurately. 
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@ Superior Audit Control. 

@ Tapes for All Distributions. 
* Automatic Check Sorting. 

@ Positive Endorsements. 

@ Debit and Credit Flexibility. 
@ Numerical Check Description. 
e@ Automatic “Cash” Control. 
© Duplicate Listings. 


©@ Repeat Key and Progressive Totals 
for All Counters. 


@ Facility for Verification of 
Customers’ Addition. 


@ Automatic Error Detection 
Before Entry. 


@ Fully Electric Keyboards. 
@ Simple “10 Key" Operation. 


IBM Proof Machines are handling this work for 
every size bank . . . with maximum efficiency. 

With an IBM Proof Machine you'll process 
every daily transaction under full control. You'll 
take care of peak periods easily. And an IBM Proof 
Machine is so easy to operate that any member of 
your staff can quickly learn to use it. 


INTERNATIONAL BUSINESS MACHINES 


ational 590 Madison Avenve, New York 22, N. Y, 
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How to Make Small Space Ads Pay 


advertisements used consist- 

ently are more effective than 
large ads used only occasionally. 
This has been proved time and 
again by bank ad research. More- 
over, large ads, unless carefully 
handled, can put a bank’s advertis- 
ing in the super-market or depart- 
ment store category. 

Frequency is the key to success- 
ful advertising. If budgetary limita- 
tions compel a choice between fre- 
quently published small ads and 
large ads separated by a consider- 
able lapse of time, the bank’s de- 
cision should favor the former. 

As a case in point, consider a 
bank with a monthly newspaper ad- 
vertising budget of $100. If the 
local newspaper rate is $1.00 per 
column inch, this bank has 100 col- 
umn inches to use for its advertis- 
ing. Two four-column twelve-inch 
advertisements would take 96 col- 
umn inches or almost the entire 
month’s advertising appropriation. 

With the consistent use of small- 
space ads, this bank could have a 
one-column three-inch ad in the 
newspaper for 30 days and still 
have some money left over. Thus, 
with the same expenditure or less, 
a bank can keep its name before 
the public every day of the month. 

Of course, it requires more work 
to prepare twenty-five of these ads 
than it does to prepare two large 
ones. Here are some suggestions 


D OLLAR FOR DOLLAR, small bank 


By PAUL LOCKWOOD 


that will give your small-space ads 
the dignity and the distinctiveness 
they need and, at the same time, 
make it easier for you to prepare 
them: 


1. Hang each ad on a peg. In 
small-space advertising, a bank has 
not the time nor the space to cover 
banking by mail, after hour de- 
posits, savings clubs, etc. It is like- 
wise impossible to show all the 
reasons why it is to a person’s ad- 
vantage to do his banking with a 
particular bank. 

One appeal, one service, and one 
type of patron is all a small-space 
ad can cover effectively. It is the 
rifle strategy of advertising rather 
than the shotgun technique of large 
space. A rifle does not cover as wide 
an area, but, when it does hit, it’s 
really effective. 


2. Pack power into your headline. 
Advertising experts claim that the 
headline of a small-space ad ac- 
counts for from 40 to 60 per cent of 
the ad’s effectiveness. Here are 
three ways you can make your 
headline attract attention: 

a. Make it specific. Headlines 
that select the type of read- 
ers you want are most ef- 
fective. One-word headlines 
that feature your service 
(conveniently located 
branches, safe deposit box 
rentals, and the like) will 
automatically select the cus- 


TRACERS CO. 
of AMERICA 


MADISON AV NY 22 


tomers you want. 

. Keep it short. One-, two- or 
three-word headlines are 
considered best for small- 
space ads. This keeps atten- 
tion riveted on your adver- 
tising message, takes up a 
minimum of space, and helps 
keep your advertisements 
slanted to a single idea. 

. Use large type. Headlines 
that use larger type provide 
a contrast for the small- 
space ad and will help at- 
tract the attention of more 
newspaper readers. 

In headlines of more than three 
words, many bank advertisers have 
found it best to have only the key 
words set in larger type. For in- 
stance, in the headline, “Some of 
the things that belong in a Safe De- 
posit Box,” the key words are “Safe 
Deposit Box” and these should be 
set in large type. 


3. Prune out the frills. In writing 
copy for small advertisements, it is 
best to keep in mind a maximum 
number of words. This number, of 
course, will vary with the size of 
the ad, the size of the sig-cut for 
your bank, and the headline. As a 
general rule, it is best not to exceed 
100 words. Here are four rules for 
writing small-ad copy: 

a. Eliminate the introduction— 
start talking about your cus- 
tomer’s problem in the first 
word of copy. 

. Do not use two words when 
one will make your message 
just as clear. 

. Select short words and your 
copy will be more readable. 

. Do not have your copy 
printed in smaller than 7 
point type. 


4. Spotlight your bank's name. 
One of the major advantages of 
small-space advertising is that it 
provides a bank with a chance to 
keep its name before the public 
all the time. The sig-cut for your 
bank should be distinctive, in char- 
acter with your bank’s prestige, and 
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large enough to attract attention. 

Thus, for the newspaper reader 
who skims over the page, he will 
see your headline message and the 
name of your bank. Even if he is 
not thinking of any banking service 
at the time, he will be reminded 
of your bank. 


5. Frame your small space. There 
is always a danger in small-space 
advertising that the message in 
one ad will be associated with 
some adjoining ad. A department 
store ad, for instance, might be next 
to a bank ad. If the bank was fea- 
turing its parking facilities, a hur- 
ried reader easily could connect 
these facilities with the store, not 
the bank. 


Therefore, a frame of some kind 
is desirable. Simple borders usually 
are best. Most bank ads have a 
border at top and bottom. On one- 
column ads, it usually is best to 
eliminate the side borders and use 
a white-space frame. 

Another point of general agree- 
ment is the rule not to subdivide a 
small-space ad. Even if a bank is 
featuring several services, the ad 
should not be cut into sections. It 
is small enough as it is without 
making it appear even smaller. 


6. Try for good position. Many 
newspapers have special spots in 
their paper that are available for 
small-space advertisers. For in- 
stance, one newspaper sells the one- 
column five-inches on the lower 
left hand corner of the front page. 
Advertisers wanting this space must 
agree to use it on certain days of the 
week for at least a six-month 
period. 

Banks are often favored by local 
newspapers for this position. It 
lends prestige to the front page of 
the paper and eliminates the prob- 
lem of deciding who should be 
given this choice location. 

In most newspapers, small ads 
have an advantage in position. 
Newspapers are usually made up 
starting at the bottom of each page. 
The larger ads are placed first and 
the smaller ads are worked into 
the remaining space. Chances are 
good, then, that your small-space 
ad will get a top location. 


7. Test different sizes and shapes. 
There is no set formula for select- 
ing the best size and shape for a 





small-space ad. By trying out dif- 
ferent widths and depths, you will 
find which are best for your bank, 
your newspaper, and your com- 
munity. 

The end aim and purpose of any 
advertising program is maximum 
impact of the advertiser’s message 
upon the consciousness of the reader 
of the medium in which it appears. 
The steps here described are cal- 
culated to yield a maximum of such 
impact for every dollar expended. 


Lists 400 Calendar Events 


“Special Days, Weeks and 
Months” is the 1954 edition of an 
annual booklet designed to keep 
business firms “in the know” on 
special calendar events throughout 
the year. 


Listed are about 400 leading busi- | 


ness promotion events, legal holi- 
days, religious days and other 
special occasions observed in the 


U.S., giving the name of the spon- | 
origin and purpose of each | 


sor, 
event. 

The booklet is designed to help 
the businessman co-ordinate his ad- 
vertising and promotional plans 
with national celebrations and to 
further public understanding and 
support of these events. It is ex- 
pected that it will be available for 
distribution in November. 

The Chamber of Commerce of the 
United States has taken over publi- 
cation of the booklet from the U.S. 
Department of Commerce, in har- 
mony with the government’s policy 
of relinquishing those activities 
which private organizations are 
willing and equipped to handle. 

















How 
to 
turn 


a 
MINUS 
into a PLUS 

























































































Sometimes, when a good cus- 








tomer wants a commercial loan 
it looks as if you'll have to turn 























him down. If you do, you may 








be minus a customer, a loan 








and a profit. 

















Many bankers have solved 





this problem by suggesting a 














field warehouse loan on the 








customer's inventory. Under 











this plan, Douglas-Guardian 











issues warehouse receipts on 





the borrower's merchandise 





without moving it off his prem- 








ises. Result: Your customer gets 








his money—your bank gets two- 











fold security (the warehouse 





receipts and the merchandise) 











and,.of course, you keep a cus- 
tomer plus his good will and 
the profit on his loan. 


























DOUGLAS-GUARDIAN 
WAREHOUSE CORPORATION 


118 N. Front Street 
New Orleans, La. 


Please have your nearest representative call 
on me. 





Name of Bank 


Address____ 


Your Name and Title_ 
rt i BM-11-83 
OFFICES IN 20 PRINCIPAL CITIES 
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NEW MOSLER ELECTRIC 
DRIVEN WINDOW is fully 
automatic, operates with sim- 
ple “‘push button.” 


New Symbol of the Modern Bank te wew MOSLER CENTURY 10 sank vautt poor 


Mosler beauty is functional beauty in this magnificent, modern bank 
vault door. The design is the combined work of famed industrial designer 
Henry Dreyfuss and Mosler engineers. No detail was overlooked to make 
its ease of operation and security as outstanding as its appearance. In- 
corporated are all the virtually impregnable protective features that have 
made Mosler the overwhelming choice of leading banks the world over. 
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YOU'RE LOOKING AT the substance of America’s bold, 


new concept of tomorrow in banking . . . 


Modern Ideas 


. . developed under Mosler leadership to bring your own 
bright, forward-looking vision of the modern bank to full 
reality. Ideas that introduce not only a new kind of 


glistening, functional beauty . . . but a new kind of 


“super service” that will help you bring in new accounts. 


NEW MOSLER “SNORKEL” MOSLER DUAL NIGHT DE- NEW MOSLER TELLER'’S MODERN REVO-FILE i THE COMPLETE LINE of Mos- 
CURB TELLER makes drive-in POSITORIES help banking COUNTER UNITS and bank clerks and tellers er- ler Record Safes includes 
banking service possible establishments stay “open for “Swing-Way” Seats combine tip control over oun of Ledger Desk Safes, which 
“right downtown.” business” around the clock. to reduce teller fatigue, in- cards. protect signature and credit 


crease overall efficiency. cards where they’re used. 


IF IT’S MOSLER ... IT'S SAFE 


%* Mosler Safe “7 


World’s largest builders of safes and bank vaults . . . Mosler built the U. S. Gold Storage 
Vaults at Fort Knox and the famous bank vaults that withstood the Atomic Bomb at Hiroshima 


November, 1953 





Val: the Law? 


Garnishment 


Question: Are the contents of a safe deposit box 
subject to attachment or garnishment? 


Answer: There is a sharp conflict of opinion as to 
whether the contents of a safe deposit box are subject 
to attachment or garnishment. The majority of the 
courts have held that garnishment is proper. Determi- 
nation of this question usually depends upon inter- 
pretation of a particular state’s garnishment statute. 
Such statutes generally provide that garnishment is 
proper whenever a person has property of the debtor 
“in his possession or control.” On the other hand, 
the Wisconsin statute (1945) provided that “Property 
in a safe deposit box in any bank or safe deposit 
company is not property in possession or control of 
such bank or safe deposit company within the mean- 
ing of this statute.” A court which adopts the view 
that the relationship between the bank and the renter 
of a safe deposit box is that of bailor-bailee would 
probably hold that garnishment is permitted under 
the usual garnishment statute; whereas, a court 
which calls the relationship analagous to that of 
landlord and tenant would probably refuse to permit 
garnishment. Some of the states permitting garnish- 
ment under a statute requiring possession or control 
in the garnishee are: District of Columbia, Iowa, 
Maine, Michigan, Mississippi, Missouri, Nebraska, 
New York (attachment), Rhode Island and Utah. 
Garnishment was held improper in Minnesota, New 
Hampshire, Pennsylvania (but contents are subject 
to levy on execution by writ) and Washington. 
(Reference: Paton’s Digest of Legal Opinions, Vol. 
1, p. 157; 11 A.L.R. 863; 39 A.L.R. 1215). 


Recovery on Uncashed Check 


Question: (a) Does the death of the drawer of a 
check revoke the payee’s authority to collect from the 
drawee bank? (b) Can the payee recover on the un- 
cashed check from the drawer’s estate or must the 
payee establish an obligation independent of the 
check? 


Answer: (a) Although death does not terminate the 
drawer’s liability upon the check, it does operate to 
revoke the payee’s authority to collect from the 
drawee. (b) The payee may recover on the uncashed 
check from the drawer’s estate under the N. I. L. (In 
re Koblen’s Estate, Surrogate’s Ct., N.Y., 1953, 120 
N.Y. Supp. (2) 812). 


Usury 
Question: Doe, a second hand car dealer, sold a car 
to Roe who made a down payment and signed certain 
blank documents which Doe was to complete. One of 
the documents was a note which Doe filled in with 
an interest figure which was $150 more than the 
legal maximum amount. The note was discounted by 
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Finance Co. which later claimed it was a holder in due 
course. Roe sued Finance Co. to have the interest on 
the note cancelled on the grounds of usury. Can Roe { 
succeed? 


Answer: Yes. Since the interest was usurious, the 
note was void with respect to the interest which could 
not be collected even by a holder in due course. (Nat’l 
Bond Investment Co. v. Atkinson, 1953, Tex. 254 S.W. 
(2) 885). 


Bank Liability in Payment of Checks Without 
Countersignature 


Question: In opening an account a corporation 
furnished the bank with a copy of a corporate resolu- 
tion which provided that checks drawn against its © 
account “shall require two signatures.” Would the 
bank be liable to a judgment creditor of the cor- 
poration (in a garnishment proceeding against the 
bank) for the amount of the judgment where the 
bank paid the corporation’s checks with only one 
authorized signature and this fact was known to the 
corporation, but no action was taken to disaffirm such 


- payments? 


Answer: No. A creditor in a garnishment proceeding 
may recover only such indebtedness as the debtor 
(depositor) might recover in an action against the 
bank. A bank is not liable to a depositor where the 
latter has received the benefit of the payment. Where 
a depositor has learned that invalid checks have 
been paid from its account, it is under a duty to 
affirm or disaffirm the payments within a reasonable 
time. Its silence amounts to a ratification which frees 
the bank of liability. At the time the garnishment suit 
was commenced the checks had been honored by the 
bank. From the record it appeared that the corpora- 
tion could not recover in a suit against the bank for 
the amount of these checks. Accordingly, the court 
held that the bank was not indebted to the corpora- 
tion for the amount represented by the checks. (Kores 
Carbon Paper Co. v. Western Office Supply, 1953, 
Appl. Ct. Ill., 110 N.E. (2) 461). 


Resignation of Corporate Trustee 


Question: A corporate trustee requested the court’s 
permission to resign because of a difference of opinion 
between the corporate trustee and the individual 
trustee as to investment policy. The corporate trustee 
had recommended the liquidation of certain realty 
holdings solely to procure greater diversification 
among investments within the narrow range of in- 
vestments permitted by the terms of the will. This 
recommendation was opposed and rejected by the 
individual trustees. Does this rejection justify the 
resignation of the corporate trustee? 


Answer: No. The New York Surrogate’s Court held 
that the purpose of the testator would not be served 
by permitting the resignation of the corporate trustee; 
and that the efficient administration of the estate 
required its continuance in office. (Estate of Wacht, 
1953, 129 N.Y.L.J. 620). 
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‘os | Customers “visit” your bank most often 





Impress them with the prestige and protection of Aside from impressing your customer with the fa- 


cuits “THE BEST KNOWN NAME IN PAPER” mous Hammermill surface mark, Hammermill Safety 





opinion provides you with excellent protection against tam- 
lividual pering. Its specially sensitized surface instantly shows 
trustee Your customer’s checkbook is often his closest contact up the slightest erasure or alteration. And it takes pen 
| realty with your bank for long periods of time. That’s why writing smoothly, without scratching or feathering. 
ae it’s smart public relations to supply him with checks Take advantage of the double benefit — prestige plus 
an Tot that will constantly enhance your bank’s prestige— protection—offered by Hammermill Safety. Ask your 
by the checks on Hammermill Safety. printer or bank lithographer to show you samples. 
tify the 
urt held 
2 served 
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A Visible Control for Stockholders Records 


The Northern Trust Company has 
found the Productrol control board 
invaluable in the operation of its 
Stock Transfer Division, according 
to Adrian H. Dubach, trust operat- 
ing manager. 

The board enables the division’s 
supervisors to anticipate and con- 
trol the posting of all stockholder 
records for the purpose of paying 
dividends or preparing stockholder 
lists. 


“You can see at a glance that 
you’re falling behind or that the 
work is piling up,” says Mr. Dubach. 
“It certainly makes the scheduling 
operation a great deal easier. 


The board actually works this 
way: 

Pegs, numbered to correspond to 
stockholder ledger cards, are in- 
serted in the board. There is a 
properly-labeled card for each class 
of stock shown on the board. A 
colored marker signifies volume, 
and also shows probable record 
dates and jobs to be done. This is 
based largely on past performance, 
with notations covering unusual 
experiences that may arise. 

The board covers a six-month 
period. Green pegs indicate prob- 
able record dates during the period. 
When the actual date is announced, 


red pegs are inserted under the 
proper date, replacing the green 
pegs. 

Another peg is placed on the 
board (blue for dividends payable, 
yellow for lists) to show the job 
and date it must be completed. 
When the job is finished, the super- 
visor removes the pegs and adds a 
green peg for the next probable 
record date. 


The bookkeepers move white pegs 
for each class of stock to show their 
progress in posting. They also watch 
the red pegs for record dates, and 
this, of course, helps them deter- 
mine which account to tackle next. 


Bank Microfilms Mortgage Ledger Cards as Customer Service 


Dear Sirs: 

In common with other lending 
institutions the country over, we 
have. had frequent occasion to 
supply our borrowers with informa- 
tion regarding the amount of inter- 
est paid us in the previous calendar 
year, for their use in preparing their 
income tax returns. The large num- 
ber of calls which we were receiv- 
ing for this information led us to 
seek some means of making it avail- 
able to all of our borrowers, and 
microfilming has proved to be a 
very satisfactory answer. 


Qur mortgage bookkeeping sys- 
tem has been mechanized since Jan- 
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uary 1, 1952. The equipment em- 
ployed is a National #3100 posting 
and billing machine, with which we 
use a mortgage coupon book. 


On December 31, 1952, we photo- 
graphed our 2800 mortgage ledger 
cards in less than two hours. The 
film was forwarded to Recordak 
Corporation and in approximately 
five days we had facsimiles which 
were prepared to our specifications. 
These facsimiles were then mailed 
to our borrowers with an explana- 
tory letter. The result was that we 
had achieved direct verification of 
every transaction that had occurred 
during the period covered, and had 


rendered our customers a much ap- 
preciated service at the same time. 

The cost of the 2800 facsimiles 
was 6 cents each, and we assume it 
would have been less if the volume 
had been greater. The cost of 500 
facsimiles used for direct verifica- 
tion purposes a short time previ- 
ously had amounted to 8 cents per 
photograph. 

We feel that the small expendi- 
ture involved in rendering this cus- 
tomer service has yielded most 
satisfactory returns. 

Very truly yours, 

Charles H. Nygren, Mortgage Officer 

The Roslyn Savings Bank 

Roslyn, New York 
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New manual shows 
way to better bank 
personnel records 


Efficient records that improve person- 
nel relations are shown in a 28-page 
manual now available to bank officials. 
This informative booklet graphically 
illustrates new and effective methods 
for checking references of applicants 
... aids to evaluating an interview... 
control of all the necessary steps in- 
volved in employment or termination. 
You will see how other banks save time 
and avoid confusion in handling 
changes in salary or position, transfers 
and other situations affecting bank 
personnel. 

It will show you how thousands of 
banks are successfully using visible sig- 
naling methods for centralized em- 
ployee records. Minimum effort is re- 
quired to maintain a positive check-up 
on all employees’ activity. Standard 
visible forms are available at reason- 
able cost in any quantity — making this 
system economic for small as well as 
large banks. 

Whether your personnel department 
consists of the part-time function of 
one bank official—or six full-time em- 
ployees, this manual will make profit- 
able reading. It is available on loan 
from our Management Controls Ref- 
erence Library. Circle MC773 on the 
coupon below. 


| Remington Rand Methods News 


Pre-scheduled loans 
now rapidly figured 
with printed proof 


You can get the amount of balance re- 
duction for each monthly payment in 
one fast, continuous operation when 
pre-scheduling loans. Constant multi- 
plication eliminates the time wasted in 
re-entering figures into the keyboard. 
And there is no need to refigure to 
check for accuracy. With the Reming- 
ton Rand Printing Calculator, you get 
printed proof on the tape that all fac- 
tors have been entered correctly the 
first time. You use it as an adding 





machine to secure interest charge and 
monthly balance. 

This is just one of the many bank 
figuring problems that can be solved. 
You get more speed on straight listings 
as well as complicated figuring jobs. 
Many banks are saving time computing 
interest on real estate loans, interest 
earned on estimated reserves, and in 
account analysis and other work. The 
touch-method speed obtained on this 
simple 10-key machine gives them top 
hourly production. 

To see how you can save time and 
get printed proof of accuracy in pre- 
scheduling loans and other bank fig- 
uring jobs, circle SPAC4600.33 and 
AC540 on the coupon on the right. 


Letters you'll be proud to sign 


Executive quality appearance 
achieved with Remington Rand 
Nylex typewriter ribbons will give 
your correspondence an air of effi- 


ciency and dignity in keeping with 
the best of banking tradition. 
Thinner, more flexible Nylex 
conforms readily and exactly to 
typeface outlines to give you sharp, 
clear, perfect letters. And you get 
lower typing station costs because 
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Nylex ribbons are one-third longer 
and have an automatic ink replen- 
ishment feature. 

Nylex ribbons are a natural for 
your typists. There are fewer an- 
noying ribbon changes — and the 
crisp, uniform quality of the work 
turned out gives a new feeling of 
job satisfaction. For details on this 
key to prestige-building letters 
and reports, circle RSR141. 


Remington. Feand 





Better loan ledgers 
now produced by 


LOW-COST method 


Now even the smallest bank can have 
all the basic money-saving advantages 
of machine bookkeeping for their loans 
and other work. Larger banks can af- 
ford the convenience of a bookkeeping 
machine exclusively for the loan de- 
partment. Amortized over a 10-year 
period, the cost of the new Remington 
Rand LOW-COST bookkeeping ma- 
chine is negligible when compared with 
the daily clerical savings that result. 

All classes of loans may be combined 
on one neat, machine-produced ledger 
card. The loan officer has a complete 
up-to-date history of the borrower’s ac- 
tivity at a glance. All new balances are 
automatically computed ...all amounts 
for the day’s ledger postings are auto- 
matically totaled and there is complete 
daily proof. 

You get a complete ledger, journal, 
notice of note due and carbons —all in 
one writing with this new low-cost ma- 
chine method. Simultaneous entry 
eliminates time-consuming transcrip- 
tion from one record to another — 
eliminates transcription errors too! 

It’s fast and simple to operate. The 
standard alphabet typewriter keyboard 
permits any competent typist to pro- 
duce fully descriptive records with 
touch-method speed. For all the facts 
circle AB664 on coupon below. 


Management Controls Reference Library 
Room 1389, 315 Fourth Ave., New York 10 


“Yes, I'd like to have the literature circled.” 


MC773 RSR141 SPAC4600.33 
AC540 AB664 
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Message Repeater Brings Bank 
Service to Attention of Customers 


The Message Repeater is the 
name of a tiny tape recording 
machine that many banks are using 
to bring Christmas Clubs, vault, 
loan and similar services to the 


Marketed by Michigan Electron- 
ics, Inc., the recorder is about the 
size of a box camera and auto- 
matically delivers a message when- 
ever a human being walks by the 
machine. It can be activated in any 
one of numerous ways. 

Basically the repeater is a re- 
cording and play-back device. 
Messages are recorded by speak- 
ing into the unit and then by the 
flip of a switch made to repeat at 
any volume for which the control 
has been set. Old messages are 
automatically erased as each new 
message is recorded. 

Because of its size and weight 
(less than six pounds) the repeat- 
er can be hidden behind a display 
or set upon a counter, or even 
adapted for use with additional 
external speakers. 


The full message repeater cycle 


9. Bronze and Brass Signs 


attention of customers. 





Check What You Need And Mail This Form 


. Addressing Machines 32. 
Air Conditioni 3 
. Architects and Builders 34 
. Bandit Resisting Enclo- : 
sures and Alarm Systems 35. 
. Bank Building Fixtures f 
Banking by Mail Envelopes 37 
. Binders, Check, Book- ; 
keeping, Ledger 

. Bookkeeping Equipment 


Bulletin Boards 

. Calculating Machines 
Chairs, Posture, Office 
. Changeable Signs 

. Checks 

. Check Book Covers 

. Check Cancelling 
Perforators 


A Desks 
Check Endorsers 


. Forms, One-Time Carbon 
. Forms, Continuous 


. Dating Machines and 


. Duplicators 
. Expanding Filing 


Coin Envelopes 58. 
33. Coin and Currency Trays 59. 
Coin Wrappers 60. 
Counter Screens 61. 
36. Coupon Books 62. 
63. Personalized Checks 

64. Personal Loan Advertising 

. Personal Loan Systems 
66. Photographic Bank Systems 


Currency Straps 


Stamps 


. Deposit Ticket Files 


. Desk Lamps, Fluorescent 
. Desk Pen Sets 6 


en 
Doors, Bronze, Aluminum, 
Stainless Steel 


Envelopes 


’ Filing Cabinets 


Forms, Machine 
Bookkeeping 


. Grilles and Gates 


. Inter- 


* ing Trays 
. Checking Account Plans 
. Christmas og Clubs 


29. Coin Changers 

30. Coin Counting Machines 
. Coin Counting and Pack- 

aging Machines 


THE BANKERS SECRETARY 
Rand McNally and Co., P. 0. Box 7600, Chicago 890, Ill. 
Please have buying information sent us on the items circled above. 


ice Communi- 
cating Systems 


. Interest Tables 
. Ladders 
. Lighting Systems, 


Fluorescent 


; os Envelopes 


. Maps 
. Metered Mail Systems 
. Name Plates and Desk 


Night Depositories 
Night Depository Bags 
Pass Books 

Past Due Notices 

Pay Roll Envelopes 


5 Stamps 
71. Safes, Fire and Burglar- 
Proof 


. Safe Deposit Boxes 

. Safe Deposit Records 

. Savings Banks, Home, Pocket 
. Scales, Postal, Parcel Post 


. Seals, Coin Bag 


77. Seals, Corporation, 
“Notary, etc 


ry, etc. 
. Storage Files 


79. Time and Delayed Time Locks 


. Time Stamps 
. Travelers Checks 


82. Trucks, Tellers 
. Typewriters 
84. Typewriter Stands 


. Vaults 
. Vault Trucks 
. Vault Ventilators 


. Visible Records 
. Window and Lobby Dispiays 


is two minutes, but it can be set 
for any shorter intervals making 
up the two minutes. 

Installation is simple. Merely 
plug into a light socket and the 
machine is ready to operate. 

The corporation, 854 North 
Rockwell Street, Chicago 22, IIl., 
will be glad to supply additional 
material upon request. 


This Acoustical Cabinet Kills 
Office Machine Noise 


“Kills office machine noise at its 
source,” is the way Gates Associ- 
ates likes to describe its new Sof- 
Tone acoustical cabinet shown 
above. . 

Known as model No. 2155-LCO, 
the cabinet fits around a machine 
on three sides and the top, with 
only the front remaining open. 
This allows the operator to sit 
completely outside of the unit. 

Use of a very soft, highly noise- 
absorbent material in the cabinet is 
credited with completely absorbing 
harmful discordant vibrations of 
noise and with lowering the sound 
volume by fully 50 per cent. 

In addition to the fluorescent 
lighting built into all Sof-Tone 
models, this cabinet features a fan, 


ALUMINUM COIN TRAYS 


FOR WRAPPED COIN 
Installed in more than 10,000 


banks since 1922. 
WRITE FOR CATALOG 


ARTHUR C. TAUCK & CO. 
402 Thornden St. South Orange, N. J. 
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vibrationless shelf and a three- 
drawer steel file cabinet. The shelf 
provides 20 by 33 inches of work 
space at the front with additional 
space at the back. 


















al To provide quick, easy movement 
the cabinet is set on metal gliders. 
os It is available in a number of 
set sizes and models capable of han- 
ng dling the toughest office noise 
problems. 
ely Contact Gates Associates, 8 Com- on 
the mercial Street, Rochester 14, N. Y., 3 
for more detailed information. 
rth ; il 
1, Maso Steel Chair Features 
nal Five Posture Adjustments | 
Office furniture, as much as any = 
other item with which we are sur- m 
rounded in a work day, influences os 
our overall efficiency. The chairs, mI 
desks, tables we use all help con- =! 
serve or secretly steal our energy. 
With this in mind, Maso Steel 
Products recently introduced its 
new, Junior Executive Posture 
Chair #1075, with five posture ad- 
justments. This new chair is so de- 
signed and easily handled that in a 
r i erson could | é e ‘ 
vnctom ft it to his can individual | HOW We Celebrated our 50th Anniversary with 
ro RIFKIN COIN BAGS’ 
All adjustments, with the excep- 
tion of the tilting control that is 
completely automatic, are easy and | ° In the tradition of good banking, Mr. Frank E. 
simple to operate. Vogt, Vice President of the Steuben Trust Co. of 
+ its Hornell, New York, made an investment pay off 
rahe profitably. 
Sof- @ On the occasion of the bank’s 50th Anniversary, 
sit Mr. Vogt called on Rifkin to develop a special bag 
to be distributed to every newsboy in the city. Here 
LO, was a [ine job of public relations and an ingenious 
nies use of a practical yet personalized product to attract 
with potential depositors. 
pen. e We are proud of the fine reputation Rifkin coin bags have earned among 
: many leading financial and industrial institutions. More than fifty years of expe- 
rience contribute to the quality of Rifkin “Safety Sacs” with patented Arcolock,® 
oise- mail sacs, currency bags, and zipper or draw string coin bags. Each is handsomely 
at te silk screened, or embroidered with your individual insignia. 
‘bing Pa 
Ce PATENTED ARCOLOCK 
ound 
scent » 
| fan, 





A choice of upholstery is offered. 
The new posture chair is available 
in ‘Goodall’s Claremont fabric or 
U.S. Rubber Company’s long wear- 
ing plastic fabric, Naugahyde, in 
five colors. 

Other features include: thickly 
padded, coil spring, cushioned seat; 





SAFETY MAIL AND 


ZIPPER 
COIN BAGS SACS CURRENCY SACS 





Find out how 
Rifkin “Quality” coin bags can 
add to your efficiency and public relations. 
Write A. RIFKIN & CO., WILKES BARRE & PA. 
for complete catalog and sample bags. 
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Allison 


COUPON 
COMPANY 
INE. 


IT’S A GOOD IDEA 


... to advertise for new 
and repeat Time Sales 
business in your Payment 
Coupon Books. You reach 
your best prospects— your 
customers. The cost Is small. 
And your message Is sure 
to receive the right at- 
tention. 


Inserts, placed in timely 
positions between cou- 
pons, will do the job ef- 
fectively and make your 
Payment Coupon Book an 
invaluable selling medium 
as well as a collection form. 


Somples of what we have done 
for others will be sent’ upon 
request. Write to head office: 
Indianapolis 6, Indiana. 





| contoured backrest, curved and 
| padded with “Airfoam” latex rub- 
| ber; heavy die cut aluminum base 
| with chrome plated scuff plates, and 
_ double ball bearing, rubber casters. 


Metal finishes are available in 


baked enamel, metallic gray, green 
or brown. 

Further information, literature 
and price list may be obtained by 
writing Maso Steel Products at 53 
W. Jackson Blvd., Chicago 4, Ill. 


New Portable Scaffolding Solves Bank Maintenance Problems 


Baker-Roos, Inc., has introduced 
a new Safety Platform which en- 
ables maintenance men to safely 
reach all service points without 
disturbing office routine. 

The company claims many ad- 
vantages for its new product. 
Among these are lower mainte- 
nance costs, a lower accident rate, 
quicker more efficient operation 
and less required storage space. 

The unit, as seen in the photo 
below, consists of two ladder sec- 
tions and a platform with short 
self-locking trusses for support. 
These trusses, it is claimed, are 
the heart of the construction. 
Equipped with safety lugs which 
lock into the ladder sections for 
added safety, the trusses cannot 
be sprung loose and as a result 
keep scaffolding level at all times. 


The platform is adjustable every 
three inches. This feature makes 
scaffolding a simple job, even above 
such hard-to-get-at places as stair- 
ways and other uneven floor sur- 
faces. 


The absence of X-braces in the 
new scaffold permits the unit to be 
moved into most any position with 
a minimum of disturbance or dis- 
placement. The basic working plat- 
form is 2 feet 4 inches by 5 feet 11 
inches and will support up to 800 
pounds in all positions. Larger 
working areas are available if re- 
quired. The units may also be 
stacked on top of each other to 
reach extremely high service points. 


For more information write 
Baker-Roos, Inc., 602 W. McCarty 
Street, Indianapolis, Ind. 
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Mosler Safe Company Introduces 
New Bank Vault Door 


The Mosler Safe Company of 
Hamilton, Ohio, has introduced a 
new bank vault, door called the 


“Century 10.” Hailed as “The 
greatest advance in bank vault 
styling in fifty years,” the new 


door fills a need for vault pro- 
tection that is more compatible 


with contemporary bank architec- 
ture. 


One of the major innovations 
is a giant crane hinge, sculptured 
in appearance, on which the door 
swings. Also new is the “operations 
panel” which centralizes all door 
controls for convenient operation 
and effective styling. The door’s 
face is otherwise clean, presenting 
the appearance of one massive 
block of glistening steel. 


Other features include the new 
combination locks 
capable of 100 million changes; a 
new “snoop-proof” design which 
places combination numbers on the 
edge instead of the face of the dial, 
and a new day gate of horizontal 
flat bars, instead of the round 
vertical bars of previous vaults. 
(See illustration) 


The door is engineered to give 
maximum protection against fire 
as well as against all known meth- 
ods of attack. The door’s bolt work 
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is controlled by multiple move- 
ment combination locks and mul- 
tiple movement 120 hours time 
clocks. A Mosler relocking device 
automatically protects the locking 
bolts when explosives or external 
violence are used. Any one of the 
several Mosler bandit police alarm 
systems can be used with the new 
door. 

Mosler Safe Company, Hamilton, 
Ohio, will be happy to supply ad- 
ditional information upon request. 


Rem Rand Bookkeeping Machine 
Saves Payroll Time and Costs 


If you’re interested in saving 
payroll time and slashing payroll 
costs, Remington Rand Inc., invites 
you to consider its new low cost 
bookkeeping machine. 

The new machine that does a 
big machine job at low cost, pro- 
vides a complete payroll writing 
that includes a complete pay state- 
ment with either check or cash 
envelope, a complete earnings 
record with a chronological history 
of earnings and deductions for each 
employee, and a complete pay reg- 
ister in perfect agreement with 
other records. 

For further information about 
this machine write the corporation 
at 315 Fourth Avenue, New York 
10, N. Y. and request a free copy 
of booklet AB-824. 





CHANGEABLE LETTER 
OR EMBOSSED CARD 
NAME PLATES 


Also engraved, plastic and bronze 
plates. 


Large selection to choose from. 





Send for illustrated catalog featuring 
the above, as well as Bulletin and Di- 
rectory Boards. 


ACME BULLETIN CO. 
37 East 12 St. 
New York 3, N.Y. 


































Every Bank needs 
this ''Workhorse’'! 


























































































Welded Steel 
VAULT TRUCK 


Its fixed shelves will hold over 750 Ibs. 
each. 4" dia. rubber-tired casters, rear 
are swivelled. 22!/>" clear height between 































shelves. Green lacquer finish. Middle 
shelf available. 
Model "A" 
30" Lx 20" W x 30" H—$53.50 
Model "'B” 








42" Lx 20" W x 30" H—$60.75 
Adjustable Middle Shelf: 
"A" —$10.25; “B'—$11.50 


THE BANK VAULT INSPECTION CO. 
1809 Callowhill Street 
Philadelphia 30, Pa. 






















New Kellogg Executive Station 
Dials and Rings Automatically 


The Select-O-Phone Division of 
Kellogg Switchboard and Supply 
Company, an associate of Interna- 
tional Telephone and Telegraph 
Corporation, recently added a new 
“Executive Station” to its Select- 
O-Phone systems equipment. 

In addition to numerous, hereto- 
fore unavailable advantages, the 
“Executive Station” features auto- 
matic dialing and ringing. Thus a 
busy banker can talk back and forth 
from one to twenty different sta- 
tions from any part of his office, or 
while seated comfortably at his desk 
with both hands free. 

Select-O-Phone systems, prefer- 
ably with the new “station,” are 
especially helpful in cases where 
inside telephone traffic is still 
handled through city telephone 
switchboards. Frequently these 
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SECURITY CAP® 
COIN BAG SEALS 


The RED CAP is your pro 
Trade Mark a 


© Provides fastest, most secure seal 
© Red Cap seal grips tight 

© Can't tear bag, can't slip 

© Unremovable without cutting cord 
© No new dies or tools required 

© Less pressure required, easier sealed 
© Less weight, less cost to ship 

© Fits all size bags 

You're sure you're secure with 

Brooks Seals! Get full and 

complete protection against slip- 

page or removal. Send for 

samples and prices today. 


aaa 


2%. J. BROOKS CO. | 

177 No. 13th St., Newark, N. J. 

| Please rush samples and prices on -...._. | 

| “H” Type seals. Quantity 
a | 
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switchboards become so crowded 


with inter-office calls that they can- ° 


not handle incoming and outgoing 
calls efficiently. 


Inasmuch as Select-O-Phone sys- 
tems require no switchboard, no 
operator and are completely auto- 
matic, as well as being separate 
and apart from city telephone serv- 
ice, they relieve switchboards and 
city ‘phones of inside traffic. 


The “Executive Station” is furn- 
ished in polished mahogany or 
walnut, or may be had in various 
colors to blend with the furnishings 
of any office. It operates on a sim- 
ple, 4-wire installation. There are 
no buttons to hold. Voice reception 
is natural, easily recognized as be- 
longing to the person at the other 
end. 


In addition to the advantages 
provided by the new “station,” the 
systems provide instant, automatic 
communication between two or up 
to fifty-five stations, individually or 
collectively. Conferences may be 
held without the participants leav- 
ing their desks. 

Address Kellogg Switchboard and 
Supply Company (Select-O-Phone 
Division), 6650 South Cicero Ave- 
nue, Chicago 29, Ill., for detailed in- 
formation. 


Commercial Controls Chart 
Shows New Parcel Post Rates 


Increased surface parcel post 
rates, effective October 1, 1953, and 
air parcel post rates inaugurated 
November 1, 1950, are detailed in 
a new chart recently released by 
Commercial Controls Corporation. 

The new chart gives not only the 
tables of rates for 1 pound to 70 for 
the 8 postal zones but also includes 
the regulations covering air parcel 
post and the limitations on weight 
and size for surface parcel post. In 


addition a table for the calculation 
of 4th class rates on matter weigh- 
ing from 1 to 10 pounds for the 8 
zones is included. 


This new 15 by 17 inch chart 
makes it possible to see the rates 
at a glance. The figures are large 
and clear, and the text easily legi- 
ble. The chart is on stiff paper suit- 
able for posting on the wall. In one 
corner it carries a list of the cor- 
poration’s products as a reminder 
of the complete line of mail-room 
equipment. 

Charts are obtainable from the 
corporation, One Leighton Avenue, 
Rochester 2, N. Y., at a handling 
cost of 25 cents per chart. 


A Booklet of Answers 
to Every-day Questions 

“Banking Briefs,” a 29-page 
booklet published by Byron Bacon 
Black & Associates, Des Plaines, II1., 
gives concise definitions to everyday 
banking terms in language the be- 
ginner will find easy to understand. 
Set up in an easy-to-use form, this 
pocket-size “dictionary” briefly 
covers the subjects of banks, checks, 
customer contact, the various types 
of deposit accounts, drafts-bills of 
exchange, deposit insurance, en- 
dorsements, notes, protest, and mis- 
cellaneous points, such as avail- 
ability date, average daily balance, 
etc. 

Intended for the bank staff mem- 
ber’s own information as well as 
to help him answer those questions 
that the customer asks every day, 
this paper-bound booklet is a handy 
item to have available for quick 
reference. 


“You hadda have a fast sporty job for 
the getaway! |” 
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ALL OVER AMERICA ARE SERVING MORE 

AND MORE CUSTOMERS IN LESS TIME BECAUSE 
THEIR BURROUGHS COMMERCIAL TELLERS 
MACHINES SPEED AND SIMPLIFY THE HANDLING 
OF TRANSACTIONS. ERRORS ARE REDUCED 

AND FASTER BALANCING RESULTS. TELLER 
MECHANIZATION ALSO SPEEDS THE FLOW 

OF WORK TO INTERNAL DEPARTMENTS AND 
ASSURES BETTER AUDIT CONTROL 

FOR THE BANK. 


BURROUGHS COMMERCIAL 
TELLERS MACHINE 


7 of 
Vi “« 
Call your Burroughs man today and let him show you 


how your bank can improve efficiency and reduce costs 
with the Burroughs Commercial Tellers Machine. 


4 
WHEREVER THERE’S BUSINESS THERE’S Bu rroug fan, 
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Victor H. Rossetti Celebrates 
60th Year in Banking 


Victor H. Rossetti, chairman of 
the board of The Farmers and 
Merchants National Bank of Los 
Angeles, Calif., is shown (right) 
cutting the cake at a recent party 
honoring his 60th year in banking. 
In the center is Father Charles 
Casassa, S.J., president of Loyola 
University of Los Angeles and on 
the right is Oscar Lawler, a director 
of the bank. 

To honor the banker, Merchants 
National has established a scholar- 
ship fund in his name at Loyola 
University to be used to finance 
Loyola business students. Awards 
will be made on the basis of char- 
acter, academic merit and financial 
need. 

When Mr. Rossetti became chair- 
man of the board and chief execu- 
tive officer of the bank last 
September 15, he had been an 
officer since 1911 and its president 


. in percentage 
growth of Population, 
Bank De- 


posits, Retail Sales, 


Income, 


Manufacturing and 


Value of Crops. 


ARIZONA'S 
STATEWIDE 


Home Office: Phoenix 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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since 1931. He had entered banking 
in 1893 as an office boy for the 
Wells Fargo and Company Bank 
in San Francisco. Oscar T. Lawler, 
former executive vice-president, 
succeeded him as head of the in- 
stitution. 


Bank Women 
Name New Officers 


Association of Bank Women 
members made official Mrs. Ruth 
E. Sherrill’s appointment as presi- 
dent of the organization at their 
31st annual convention in Washing- 
ton, D. C., September 17-20. Mrs. 
Sherrill, assistant vice-president of 
First National Bank of Memphis, 
had been acting head of the group 
since former president Catherine B. 
Cleary was named Assistant Secre- 
tary of the Treasury in May. 

Elected to Mrs. Sherrill’s former 
office of vice-president was Miss 
Cora I. Blanchard, assistant treas- 
urer of the Suffolk Savings Bank for 
Seamen and Others, Boston, Mass. 

Recording secretary for the com- 
ing year will be Miss Mildred E. 
Flaniken of the National Bank of 
Commerce, Memphis, Tenn. Named 
corresponding secretary was Miss 


Luise A. Weiner of Union Planters 
National Bank, Memphis, Tenn.; 
and elected treasurer was Mrs. 
Margaret S. McClure, auditor of the 
City Bank of Washington, D.C. 

Chosen by the group as outstand- 
ing woman graduate of the Ameri- 
can Institute of Banking, Miss June 
Marion Newcombe was presented 
this year’s Jean Arnot Reid Award 
at a luncheon in the Shoreham 
Hotel September 19. The embossed 
scroll and $100 in cash were given 
her by President Sherrill after Mrs. 
Mary K. Cunningham, assistant 
manager of the Lincoln office, 
Northwestern National Bank, Min- 
neapolis, Minn., and chairman of the 
Founders’ Tribute Committee for 
the association, had announced the 
award. Miss Newcombe is with the 
Community National Bank of 
Pontiac, Mich. 


PRESENTING A PLAQUE commemorat- 
ing 150 years in banking is Percy 
J. Ebbott (left), head of the Chase 
National Bank, N.Y., and receiving 
it is Frederic A. Potts, president of 
Chase’s Philadelphia correspondent 
bank, Philadelphia National. The 
ceremony took place at the anni- 
versary celebration given by Chase 
officers for Philadelphia National 
officers and directors at the Racquet 
Club recently. 
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hoe Not long ago, Treasury Secretary 

ged — Humphrey launched a nationwide 

ee t canvass of bankers to find a man to 

k ‘mal work with Randolph Burgess on 
. h financing the outsized federal debt. 

os es re He came up with David M. Ken- 

a nedy of the Continental Illinois Na- 

wd oo tional Bank & Trust Co. of Chicago. 

a k of Youthful David Kennedy (48) 





has been vice president in the bond 
department of the Continental. Be- 
fore joining the bank five years ago, 
he had worked for the Federal 
Reserve Board. in Washington. 


















The Treasury’s new assistant will 
have offices in Washington and at 
the Fed of Chicago. 


























CHARLES H. SCHMIDT has left 
Washington, D.C., where he was 
chief of the Business Finance and 
Capital Markets section of the Fed- 
eral Reserve System, to serve with 
the National Bank of Detroit in the 
investment department. There he 
will conduct studies in economics, 
investigating investments and the 
money market in particular. 
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Newly appointed vice-president 
for Bank of the Manhattan Co., 
New York, is JOHN H. SCHLEIF, a 
banker with 41 years . experience 
including 29 years of service with 
the New York institution. 










Promotions at Anglo California 
National Bank, San Francisco, have 
Made CHARLES R. AYERS assistant 
vice-president in the home office 
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| Machines create bottlenecks in a 
factory whenever they fail or whenever 
their capacity is overtaxed. In our 
business, the casting of type has for 
—_ constituted a potential bottleneck 

ecause of the unprecedented growth 
in the use of imprinted checks. If we 
had continued to set type manually 
for Personalized Checks, as we had 
to do not so many years ago, we now 
would be operating nearly three times as 
many machines as actually are in use. 


Fortunately, about ten years ago we 
began to install ‘‘automatic teletype- 
setters’’ which, thru the medium of holes 
cut ina paper tape, actuate the keys on 
the typecasting machine at a speed nearly 
three times as fast as could be done 
manually by a tomy operator. These 
machines proved to be lifesavers, but 
they were too limited with respect to 
selection to cast the type needed for busi- 
ness checks. We decided, therefore, to 
attempt to enlarge the scope of the units. 


Now, after three years of study and 
experimentation, we are happy to report 






b LUKE 


HECK PR 


WE BREAK A BOTTLENECK 


CLIFTON, PAOLI, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 


that we have installed our first 
high-speed tape operated unit that will 
cast two styles of type in seven sizes, 
out of four separate magazines, thus 
enabling us to almost triple our machine 
output. This does not necessarily mean 
that our labor costs have been cut 
two-thirds, because other factors tend 
to increase contributory costs, but it 
does mean that we can push nearly three 
times as many lines thru a typecasting 
unit, thus providing a cushion that 
insures faster service in a department 
which otherwise might bottleneck our 
entire production. 


To the best of our knowledge, this 
new unit is the only one of its kind in 
operation anywhere and our only 
problem now is to get more of them. 
We always have to buy six of everythin 

to keep our facilities up to date, an 

sometimes we get impatient because our 
funds will not permit immediate capital 
expenditures in such large amounts, but 
as soon as we can we intend to equip 
all of our plants with this latest device. 


Manufacturing Plants at: 





and EDWARD G. GREENLAW assistant 


vice-president 
Berkeley. 


and manager in 


HERBERT W. RITTER, former assist- 
ant vice-president in charge of the 
West Philadelphia branch of Girard 
Trust Corn Exchange Bank, Phila- 
delphia, Pa., has been elected vice- 
president. RALPH W. HARMER has 
been named assistant vice-president 
and will succeed Mr. Ritter as man- 
ager of the branch office. RICHARD 
MALETZ will succeed Mr. Harmer as 
manager of the Mayfair office. 


In Washington, D. C., American 
Security and Trust Co. has elected 
MALCOLM A. BELT assistant treasurer 
and JOHN J. AHEARN assistant sec- 
retary. 


Special Representative GORDON 
v. ADAMS of the Bank of Montreal, 
Calgary, Alta., has been named 
third agent at the New York office 
where he succeeds ARNOLD HART. 
J. A. RICHARDS of Calgary has been 
appointed special representative 
there. 


FOREIGN 


You may open commercial letters of 
credit for your customers through 
Public National, transmit funds to all 
parts of the world, and buy and sell 
foreign exchange and foreign currency. 
We also will handle your foreign col- 
lections and furnish up-to-date infor- 
mation on trade possibilities and cur- 
rent conditions of foreign markets. 












HERE’S THE NEW HOME of the Lincoln Branch of Min- 
neapolis’ Northwestern National. It was designed, 
built, and equipped by the Bank Building and Equip- 


ment Corporation of America. 


The new building features smooth traffic flow, a 
wide-open appearance, and space for expansion. It 


Six men recently named second 
vice-presidents at Chase National 
Bank, New York, are: WILLIAM 
BATEMAN, JOHN A. COLLINS, JAMES 
L. HOYT, ROGER M. KEEFE, JOHN B. M. 
PLACE and GEORGE A. ROEDER, JR. 
JAMES F. ROWE has been appointed 
assistant cashier. 


First National Bank of Minneap- 
olis, Minn. has elected as senior 
vice-president RUFUS W. HANSON, 
a member of the bank’s staff since 
1928 with the exception of the years 
1936-42. 


First National Bank and Trust 
Co., Paterson, N. J., has a new as- 
sistant cashier in the person of 
HOWARD J. BREEMAN, former mana- 
ger of the bank’s credit depart- 
ment. 


At Idaho First National Bank, 
Boise, these three men have: been 
promoted to assistant cashiers: 
ROBERT A. STEIN, former teller, and 
RICHARD S. COOK and JESS WALKER, 
former chief clerks. 


Named vice-presidents at First 
National Bank of Omaha, Nebr., 
were CHARLES K. VOORHEES, former 
assistant cashier, and OSCAR H. HOL- 
QUIST, former cashier. E. T. TAN- 
NER and DONALD W. RYAN were made 
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is air conditioned and has accoustical tile ceilings. A 
circular theme is evident in the center pillar, the 
terrazzo floor pattern, in mezzanine windows and in 


some of the fixtures and furniture. 


the old. 


assistant vice-presidents, and E. N. 
SOLOMON, vice-president, was 
transferred to the commercial de- 
partment. 

To mark its 20th anniversary 
American National Bank, Indian- 
apolis, Ind., has published “Two 
Decades of Financial Service,” a 


The new quarters are right across the street from 


brochure illustrated with sketches 
of the bank, the board and officers. 


President James S. Rogan has 
said in the foreword that while ‘20 
years is not a long time .. . it is 
ample time for a bank to prove 
whether or not it is in tune with its 
community.” 


THIS IS THE STORY of Winfield, Kansas, from 1872 to 1900, as shown 
on the walls of the First National of Winfield. Two other panels bring 
the story up to date. The mural was painted recently by Sue Jean 
Covacevich, a student of the famed Mexican muralist, Diego Rivera. 
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Edward A. Wheeler Arthur H. Dewey 


At the National Shawmut Bank, 
Boston, Mass., LAWRENCE H. MARTIN 
has been advanced from vice-presi- 
dent and chief loaning officer to first 
vice-president, and EDWARD AA. 
WHEELER has been elected assistant 
cashier in the banking division. 


ARTHUR H. DEWEY has been named 
resident vice-president of The Na- 
tional City Bank of New York, su- 
pervising the Lima, Peru branch. 
He was formerly manager of the 
branch and has represented the 
bank in South America since 1917. 
Another newly appointed vice- 
president is LELAND S. BROWN, for- 
mer assistant vice-president. 





Charles A. Becker A. G. McNeese, Jr. 


CHARLES A. BECKER is now assist- 
ant vice-president of Manufactur- 
ers Trust Co., New York. 


At Houston, Tex., the Second Na- 
tional Bank has elected A. G. 
MC NEESE, JR. to the newly created 
office of assistant president. He was 
formerly administrative assistant to 
the president of the Houston Oil 
Co. Other promotions include the 
election of W. R. GARRISON to execu- 
tive vice-president, and HAROLD 
VANCE to vice-president and mana- 
ger of the oil and gas division. J. 
B. HILL was advanced to vice-presi- 
dent, while ROBERT STEWART, B. R. 
SMITH, JR. and PETER G. BROOKS were 
promoted to assistant vice-presi- 
dents. 


American National Bank, Indian- 
apolis, Ind., has two new assistant 
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cashiers: JAMES E. BROWN and RICH- 
ARD J. CLICK. 


ROLAND B. BOULAC and HOWARD 
D. OLSON are new assistant cashiers 
at Seattle-First National Bank. 


American National Bank and 
Trust Co. of Chicago has named 
WILLIAM B. CUDAHY vice-president, 
LUTHER C. DILATUSH and HAROLD N. 
SNAPP assistant vice-presidents, 
and EDWIN C. KING assistant trust 
officer. 


To the business development de- 


William B. Cudahy 


Jim B. Brown 


partment of the First National Bank 
in Dallas, Tex., has come JIM B. 
BROWN, formerly account executive 
in the Dallas office of Beer & Co. 


Combined Statement Of Condition Of 


PEOPLES NATIONAL BANK 


of Miami Shores 


AMERICAN NATIONAL BANK 


of North Miami 


AS OF SEPTEMBER 30, 1953 


ASSETS 


Loans and Discounts 
Furniture and Fixtures 


Banking House (Stores and Parking Lot) 


Accrued Income and Other Assets 

U.S. Government Securities 

State, County and Municipal Bonds 

New York Stock Exchange Bonds 

Federal Reserve Bank Stock 

Cash and Due from Banks .......... 
Total Assets 


$ 5,204,089.81 

147,356.94 

219,368.58 

112,967.78 

99.47 

$9,920,039.16 
1,624,831.79 
899,830.83 
25,400.00 
6,621,213.08 19,091,314.86 
$24,775,197.44 


LIABILITIES 


Capital Stock 

Surplus 

Undivided Profits 

Contingency Reserve . 
Reserves for Taxes, Interest, etc. 


Interest and Income collected not earned 


Total Liabilities 


LEONARD A. USINA 
President 


R. C. BROWN 
Vice President 


$ 625.000.00 
221,000.00 $ 846,000.00 
35,055.57 
10,348.64 
172,092.52 
124,016.96 
23,587,683.75 


$24,775,197.44 


AGNES B. BARBER 
Vice President 


— Members — 


Federal Reserve System 


Federal Deposit Insurance Corp. 





HENRY VERDELIN, former senior 
vice-president, is now president of 
The San Francisco Bank, succeed- 
ing PARKER S. MADDUX who has been 
named chairman of the board. This 
year marks Mr. Maddux’s 40th year 
in banking and the end of his 20th 
as president of the San Francisco 
bank. 


FRANK L. MAGEE and J. HENRY 
O’NEILL have been elected mem- 
bers of the board of directors of 
the Fidelity Trust Co., Pittsburgh, 
Pa. Mr. Magee is vice-president, 
general production manager and a 
director of Aluminum Co. of Amer- 
ica. Mr. O’Neill is a partner in the 
law firm of Blaxter, O’Neill & Hous- 
ton in Pittsburgh. 


Assistant Cashier HERMAN DRES- 
KER of First National Bank of Kan- 
sas City, Mo., has been assigned to 
the correspondent bank division 
in the Texas-New Mexico-Arizona 
territory. In the same department, 
JOHN W. PENISTON has been made a 
special representative to assist Vice- 
President HARRY B. COLLINS in 
Northern Missouri, [Illinois and 
Towa. 


Former Assistant Treasurer TEM- 
PLE E. DALRYMPLE has been ap- 
pointed second vice-president of 
Guaranty Trust Co. of New York. 


Central National Bank of Cleve- 
land, Ohio, appointed two men to 
newly created offices. FORDE U. 
STEELE, assistant vice-president, 
was named head of the planning 
department, and JACK J. LUTTNER, 
assistant cashier, was made officer 
in charge of a group of operating 
departments. 


A. S. CUNNINGHAM has joined the 
staff of Irving Trust Co., New York, 
as assistant secretary after more 
than 10 years banking experience 
in that state and Pennsylvania. 


Three new directors recently 
elected to the board of First Na- 
tional Bank of Miami, Fla., are: J. 
H. BUCHANAN, president of Maule 
Industries, Inc.; ROBERT M. MC DAN- 
ALD, senior vice-president of the 
First National Bank of Miami; and 
MITCHELL WOLFSON, co-owner. of 
Wometco Theater chain and presi- 
dent of WTVJ. 
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First National of Chicago Moves Foreign Banking Department 


The first step in the First Nation- 
al Bank of Chicago’s program to 
provide better service through more 
adequate room is evidenced in 
this picture of the new and larger 
quarters now occupied by its for- 
eign banking department. 

The new quarters are located in 
one of two buildings recently ac- 
quired by the bank. A wide pas- 
sageway four stories high connects 
the main building with the bank’s 
space in the new locations—the 
former Chicagoan Hotel building 


T. W. Johnson 


Elected president of Robert Mor- 
ris Associates for 1953-54 at the 
annual meeting of that organiza- 
tion recently held in Philadelphia, 
was T. W. JOHNSON, vice-president 
of Security-First National Bank of 
Los Angeles. Assisting as first and 


Edward F. Gee 


on Madison Street and the Hart- 
ford Building at the corner of 
Dearborn and Madison. 

F. G. Guthridge, vice-president 
in charge of operations and per- 
sonnel, is responsible for all of the 
planning and construction details 
involved in the remodeling of the 
newly acquired properties. 

Next to move into larger quar- 
ters will be the Real Estate Loan 
Department which is scheduled to 
occupy second floor space in the 
Hartford Building. 


James T. Overbey 


second vice-presidents respectively 
will be EDWARD F. GEE, vice-presi- 
dent-and secretary of State Planters 
and Trust Co., Richmond, Va. and 
JAMES THOMAS OVERBEY, senior vice- 
president of The First National 
Bank of Mobile, Ala. 
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tional Bank, Atlanta, Ga., has re- 
cently made eleven personnel pro- 
motions: BICKERTON W. CARDWELL 
to vice-president and personnel di- 
rector; WALTER A. HOBBS, JR., JOSEPH 
E. WICKLIFFE, HUBERT L. HARRIS and 
J. HARRISON HOPKINS to vice-presi- 
dent; ROBERT H. DUNLAP, JR., JAMES 
R. SARTOR, JR., OERTEL W. DEAS, HER- 
MAN L. CAMPBELL and CELESTE E. 
SIGMAN to assistant vice-president; 
and TRAVIS STARR to cashier 


Hamilton National Bank, Wash- 
ington, D. C., celebrated 20 years 
in banking recently, and 13 of its 
300 employees were 


organization since its beginning. 
Now plans for the future include 
building a new office to replace the 
bank’s Dupont Circle branch. 


First National Bank of Portland, 
Oreg., has promoted GEORGE M. HEN- 
DERSON to vice-president and head 
of the business development depart- 
ment, RUSSELL F. MC NEILL to per- 
sonnel director, RALPH G. ALBERGER 
to administrative assistant in the 
cashier’s department, and MARY DE 
MARTINI to assistant trust officer. 


Southern Arizona Bank Really 
Watched Community Grow 


Even before Arizona was a state | 
the Southern Arizona Bank & Trust | 


Company was serving the Tucson 
community. That was 50 years ago, 


and in commemoration of that fact | 


the bank has published an anniver- 
sary brochure entitled “Fifty Years 
of Growth in Tucson,” describing 
in interesting detail the history of 


Arizona along with that of the bank. | 
In 1903 the institution was in- | 


corporated, and business began in 
the unpretentious Stone Avenue 


quarters. The stockholders could 
not foresee that this building, lo- 
cated on what was then. considered 
a side street, would be the bank’s 
home for half a’ century. 
Photographs of Tucson record its 
expansion from a horse and buggy 


town with one main street to the | 
metropoiis of today. In the words of | 


President John M. Sakrison, the 
brochure’s story is that of “a rapidly 


growing community and the com- | 


munity bank which grew with it.” 


November, 1953 


especially | 
honored for having been with the | 


The Citizens and Southern Na- | 








handling your 
Christmas 


CLUBTROLLER pocket filing 
sheets and binder contain all the 
necessary ledger information for 
1000 accounts. Patents pending, 


RAND M‘NALLY’S 


new Clubticller system 


Rand M¢Nally has developed a new combination filing and posting system 
which effects tremendous savings in record keeping time. First tested and 
proved in a large Chicago bank, now more than half a million Christmas 
Club accounts are being kept on CLUBTROLLERS. 

The CLUBTROLLER Pocket Filing Sheet system eliminates all need for 
maintaining ledger cards or ledger sheets. The use of the COUPON itself, 
which carries all the necessary ledger information, including date of pay- 
ment, account number, payment number and accumulated balance, serves 
as a perfect posting record when filed in the CLUBTROLLER. 


Sorting of the coupons is reduced 90%! Coupons need only be sorted 
by color for each class, then by 100s. Thereafter it is a very simple and 
speedy operation to insert the coupons of each 100-group into the correct 
pockets since all are in view and easy to reach at one time. Thus the time- 
consuming numerical sequence sorting is eliminated. 

This new system will save time and money for your bank — write for 
further details on the Clubtroller System and on Rand M¢Nally’s full line 
of Christmas Club Supplies. 


RAND MSNALLY & COMPANY 


CHRISTMAS CLUB DIVISION 


11) EIGHTH AVENUE, NEW YORK 11 ° 


P. O. BOX 7600, CHICAGO 80 
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Surprise! Surprise! 

A “Happy Birthday” notice... 
From the ‘First Folks’ of Tulsa 
To our headman, Otis! 


= On the 25th Auniversary of bis Presidency of our Bauk~ 
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EMPLOYEES OF THE FIRST NATIONAL BANK AND TRUST COMPANY of 
Tulsa, Okla., sent their “birthday” wish to President R. Otis Mc- 
Clintock, head of that institution for 25 years, in the form of this full 
page ad signed by all 423 employees of the bank. It was “presented” 
to President McClintock when he opened his newspaper on the morn- 
ing of the anniversary, October Ist. 


CALENDAR OF EVENTS 
AMERICAN BANKERS ASSOCIATION 


Nov. 4-5—Mid-Continent Trust Conference, Drake Hotel, Chicago. 

Nov. 16-18—National Agricultural Credii Conference, La Salle Hotel, Chicago. 
1954 

Jan. 25-27— Sixth National Credit Conference, La Salle Hotel, Chicago. 


Feb. 8-10—Mid-Winter Trust Conference, Hotel Waldorf-Astoria, New York, N.Y. 
Mor. 22-24—National Installment Credit Conference, La Salle Hotel, Chicago. 


STATE ASSOCIATIONS 


10-11—Nebraska, Fontenelle Hotel, Omaha. 
12-14—Arizona, Arizona Biltmore, Phoenix. 
1954 
8-10—Florida, Vinoy Park Hotel, St. Petersburg. 
12-14—Georgia, Atlanta-Biltmore Hotel, Atlanta. " 
5-7—New Jersey, Chalfonte-Haddon Hall, Atlantic City. 
6-7—Oklahoma, Skirvin Hotel, Okiahoma City. 
6-7—Tennessee, Peabody Hotel, Memphis. 
9-12—North Carolina, The Carolina Hotel, Pinehurst. 
10-11—Maryland, Chalfonte-Haddon Hall, Atlantic City. 
10-12—~Missouri, Jefferson Hotel, St. Louis. 
11-13—Ohio, Neil House, Columbus. 
12-13—Indiana, Claypool Hotel, Indianapolis. 
12-14—Kansas, Kansas City. 
14-15—New Mexico, Hilton Hotel,, Albuquerque. 


OTHER ORGANIZATIONS 


Nov. 9-13—Mortgage Bankers Association, Annual Convention, Miami Beach, Fila. 
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JIVE KEYBOARD 
Calional adding machine 


Now, you can add and list without depressing a motor 
bar! On this new National every amount key is electri- 
fied! Simply press the keys you want to add—the ma- 
chine does it instantly! You save up to 50% hand 
motion, 

National’s “feather-touch” action makes it easier than 
ever to press two or more keys at once—more time- 
saving! All ciphers print automatically—still more time 
saved! Operators like it—they do their work with so 
much less time and effort. 

Printed words cannot explain all the advantages of 
this “Live” Keyboard. You must see it to believe it. See 
it today! 


For demonstration phone nearest National office or National dealer 


“Live” Keyboard plus 8 
other time-saving fea- 
tures combined only on 
National: Automatic Clear 
Signal * Subtractions in red 
* Automatic Credit Balance 
* Automatic space-up of tape 
when total prints * Large 
Answer Dials * Easy-touch 
Full-Visible 
Keyboard, Automatic Ciphers 


Key Action * 


* Rugged-Duty Construction. 


its own motor bar... 


now you 
can forget 
the motor bar! 
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immeasurable... 


One bank asset that never shows up on a Statement of Condition is the value 
of good customer relations. These are immeasurable. They are composed of 
many seemingly small things which cannot be reduced to mathematical 
computation, such as providing customers with checks lithographed on 
La Monte Safety Papers. Thousands of bankers have found that the safety 
and appearance of these fine papers earn approval from even the most 
critical customer. Ask your lithographér for samples or write us direct. 


A Check Paper All Your Own 


Thousands of banks and many of the larger corporations use La Monte 
Safety Papers with their own trade-mark or design made in the paper 
itself. Such inprvipUALIzED check paper provides maximum protection 
against both alteration and counterfeiting—makes identification positive. 


THE WAVY LINES ® ARE A LA MONTE TRADE-MA 








